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PREFACE 


This  document  describes  in  detail  the  operations  to  be  performed  by 
the  umpires  in  the  play  of  the  management  game  described  in  TM-IO88/OOO/OO . 
Although  the  umpiring  instructions  have  been  somewhat  modified,  the 
game  is  based  on  the  Andlinger-Green  game  as  described  by  G.  R. 

Andlinger  in  the  Harvard  Business  Review  for  March  and  April,  1958. 

The  authors  wish  to  thank  the  many  people  who  were  instrumental  in 
developing  these  instructions  for  use  in  the  Business  Management 
Game  held  at  System  Development  Corporation  in  cooperation  with  the  Santa 
Monica  Chamber  of  Commerce  on  February  16,  1963-  Particular  thanks  to 
Robin  Brooks,  Jack  Kagdis,  Patricia  Kenney  and  Seymour  Rosner. 


Sandra  Peterson 


A.  C.  Martin 
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GENERAL 

1.1  RESPONSIBILITIES 

The  umpires  are  responsible  for  implementing  the  decisions  of  the 
Boards  of  Directors  of  all  the  teams  playing,  and  for  providing 
the  environment  for  the  game.  If  desired,  the  umpiring  function 
may  be  broadened  to  include  the  performance  of  the  accounting 
function  for  the  teams  playing  the  game.  The  umpiring  duties 
may  be  assigned  to  several  people  as  needs  indicate. 

1.2  FUNCTIONS 

The  umpires  are  responsible  for  a  group  of  activities  which  can 
be  broken  down  into  six  areas.  They  are: 

1.2.1  Market 

The  activities  associated  with  the  market  are: 

a.  Arraying  the  market  initially- 

b.  Reducing  the  customer's  potential  as  a  result  of  sales. 

c.  Updating  the  market  for  the  next  quarter. 

1.2.2  Costs 


The  umpiring  duties  involving  costs  include  checxing  the 
costs  of  various  decisions  as  well  as  assigning  costs  not 
determined  by  the  players.  They  are: 

a.  Checking  costs  and  computations  on  the  quarterly  Report 
form . 

b.  Assigning  fixed  and  variable  costs  depending  on 
production  capacity  and  units  in  Work  Process- 

c.  Preparing  the  Quarterly  Report  for  the  next  quarter- 
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1.2.3  Bales 

The  functions  performed  by  the  umpires  which  fall  in  the 
general  category  of  sales  are: 

a.  Determining  product  improvement  on  the  basis  of  H  and  D 
investment . 


b.  Determining  sales  probability  based  on  advertising  and 
product  improvement. 

c.  Determining  sales, 

d.  Splitting  sales  if  more  than  one  company  sells  a 
customer . 

1.2.U  Personnel 

The  activities  of  the  umpires  in  the  area  of  personnel 
are  two-fold.  They  are: 

a.  Determining  salesman  losses . 

b.  Checking  salesman  assignments. 

1.2.5  Consul  ting 

fhe  umpires  must  provide  consulting  servicer,  for  the  player: 
when  they  communicate  their  decision  to  purchase  it  by 
indicating  it:,  cost  on  the  Quarterly  deport. 


Accounting 


Performance  of  the  accounting  function  requires  the 
computation  and  preparation  of  the  tvo  financial  statements 
traditionally  used  by  business  firms.  These  are: 


a.  The  Profit  and  Loss  or  Income  Statement,  reflecting  the 
financial  impact  of  events  which  have  taken  place  (or 
have  been  recognized  during  the  previous  time  period); 


b.  The  Balance  Sheet  or  Statement  of  Position,  reflecting 
the  current  position  of  the  Company.  Balance  sheets  arc, 
in  fact,  a  sunmation  of  all  past  Profit  and  Loss 
Statements  and  are  cotiputed  as  of  the  end  of  the  time 
period  covered  by  the  last  Income  Statement. 
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1.3  ALLOCATION  OF  FUNCTIONS 

The  various  functions  performed  by  the  umpires  may  be  allocated 
in  any  convenient  way.  It  is  estimated  that  one  umpire  will  be 
needed  for  every  two  teams  playing. 

2.  STARTING  POSITION 


The  starting  position  of  the  corporations  at  the  beginning  of  play  may 
vary,  but  in  every  case  the  position  must  be  indicated  on  the  starting 
Quarterly  Report.  The  game  may  begin  with  corporations  which  have  been 
operating  for  any  length  of  time.  Preparations  have  been  made,  however, 
for  the  teams  to  begin  either  as  new  corporations,  or  as  corporations 
which  have  been  operating  for  19  quarters,  with  new  management  beginning 
in  quarter  20. 

2.1  NEW  CORPORATION 

When  the  game  begins  with  all  corporations  just  starting  in 
business,  the  first  Quarterly  Report  will  indicate  only  Beginning 
Cash.  The  teams  begin  with  $400,000  Available  Cash. 

If  the  accounting  function  is  being  implemented,  the  teams  are 
provided  with  only  a  Statement  of  Position,  dated  Beginning  Quarter 
1  and  showing  the  $400,000  cash  balance  as  the  sole  asset. 

2.2  NEW  MANAGEMENT  OF  OLD  CORPORATION 

When  the  game  begins  with  the  players  assuming  control  of  a 
corporation  which  has  been  operating  for  seme  length  of  time,  the 
following  must  be  provided  for  each  team  member. 

2.2.1  Company  History 

The  umpires  must  provide  the  team  members  with  a  history 
of  the  operation  of  the  corporation  which  they  will  be 
controlling.  The  Quarterly  Reports  for  quarters  1 
through  19  (Appendix  I)  provide  this  information  for 
games  beginning  at  quarter  20.  For  corporations  beginning 
at  later  points  in  time,  a  summary  would  probably  be 
sufficient. 
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2.2.2  Quarterly  Report 

The  team  must  be  provided  with  the  Quarterly  Report  for 
the  first  quarter  which  they  are  to  play.  This  should  show 
the  beginning  cash  position  of  the  corporation  at  the  start 
of  the  quarter.  A  Quarterly  Report  for  quarter  20  can  be 
found  in  Appendix  II. 

2.2.3  Game  Board 

The  umpires  should  provide  the  new  Board  of  Directors  with 
a  game  board  showing  the  position  of  the  corporation  at 
the  beginning  of  the  first  quarter  of  play.  See  Appendix 
III  for  the  game  board  configuration  for  quarter  20. 

2.2.4  Financial  Statement 

If  financial  statements  are  to  be  provided  to  the  teams, 
past  statements  form  part  of  the  company  history  and  are 
provided  with  the  past  Quarterly  Reports  (See  Appendix 
VII  for  statements  for  quarters  1  through  19) .  A 
Statement  of  Position  should  be  provided  for  the  first 
quarter  of  play.  The  Statement  of  Position  for  the  be¬ 
ginning  of  quarter  20  can  also  be  found  in  Appendix  VII. 

MARKET 


The  activities  concerned  with  the  market  are  performed  once  each 
quarter  with  the  exception  of  the  initial  arraying  of  the  market,  which 
is  performed  only  once,  before  play  begins. 

3.1  DESCRIPTION 

The  market  is  composed  of  24  customers,  located  in  four  marketing 
regions.  Each  customer  has  a  "buying  potential"  of  a  certain 
number  of  motors  produced  by  the  corporations  which  are  competing 
for  his  business.  This  "buying  potential"  begins  at  a  certain 
level  and  may  increase  or  decrease  from  quarter  to  quarter. 

3.1.1  Increase 


The  buying  potential  of  a  customer  may  increase  as  a  result 
of  the  growth  of  the  market.  At  the  beginning  of  each 
quarter  of  play,  the  total  buying  potential  of  the  market  will 
increase  by  a  given  amount.  The  potentials  of  some  customers 
may  increase  by  more  than  one  unit,  while  that  of  others 
may  not  Increase  at  all. 
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3.1.2  Decrease 

The  buying  potential  of  a  customer  may  decrease  as  a  result 
of  two  conditions: 

a.  The  purchase  of  one  or  more  units. 

b.  A  depression  of  the  entire  market. 

In  the  first  case,  the  buying  potential  of  the  customer 
is  reduced  by  the  number  of  units  he  purchased.  His 
potential  may  later  increase  as  a  result  of  market  growth. 

In  the  second  case,  the  entire  market  has  a  reduced 
potential  for  one  quarter  as  a  result  of  a  market  depression. 
In  this  case,  some  customers  may  lose  more  than  one  unit 
of  potential  .  while  others  may  not  lose  any. 

3-2  INITIAL  ARRAY 

A  form  is  provided  for  the  use  of  the  umpire  in  arraying  the 
market  for  each  quarter  of  play  (See  Appendix  IV ) .  The  market 
array  for  the  beginning  of  the  game  depends  on  tne  number  of 
teams  playing,  as  well  as  the  quarter  in  which  the  play  begins. 

3.2.1  New  Corporation 

When  the  game  begins  with  the  teams  assuming  control  of  new 
corporations,  each  team  begins  with  $400,000  and  no  other 
assets.  Because  of  the  time  lag  required  to  build  a 
plant  and  to  hire  and  train  salesmen,  the  corporations 
will  not  be  in  a  position  to  send  salesmen  into  the  market 
for  a  minimum  of  5  quarters.  The  following  steps  should 
be  taken  to  array  the  market  for  quarter  5: 

a.  Select  a  starting  position  and  a  direction  in  the  random 
number  table.  See  Table  I,  Appendix  VI. 

b.  Consult  the  random  numbers  in  the  sequence  selected 
until  a  number  is  found  which  lies  between  1  and  24. 

c.  Assign  a  buying  potential  of  one  to  the  customer  whose 
number  was  found  in  the  random  number  table. 

d.  Repeat  b  and  c  until  the  total  buying  potential  assigned 
is  equal  to  7  times  the  number  of  teams  playing. 
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3.2.2  New  Management  of  Old  Corporation 

When  the  game  begins  with  the  teams  assuming  management 
of  an  old  corporation  the  teams  begin  with  assets  accrued 
by  the  old  corporation  during  its  prior  quarters  of 
existence.  In  addition,  the  market  must  reflect,  to  a 
certain  extent,  the  fact  that  several  quarters  have  elapsed. 
The  following  steps  should  be  taken  to  array  the  market 
for  games  beginning  after  quarter  1 : 

a.  Select  a  starting  position  and  a  direction  in  the 
random  number  table. 

b.  Consult  the  random  numbers  in  the  sequence  selected 
until  a  number  is  found  which  lies  between  1  and  24. 

c.  Assign  a  buying  potential  of  one  to  the  customer  whose 
number  was  found  in  the  random  number  table. 

d.  Repeat  b  and  c  until  the  total  buying  potential  assigned 
is  equal  to  IT  times  the  number  of  teams  playing. 

3.3  REDUCTION  AS  A  RESULT  OF  SALES 

When,  during  the  umpiring  operations,  sales  are  determined,  the 
buying  potential  of  a  customer  is  entirely  or  partially  consumed 
by  sales,  the  potential  should  be  reduced  by  the  number  of  units 
sold  to  him.  (See  5.3  ^  5-4  on  sales). 

3.4  UPDATING  FOR  NEXT  QUARTER 

When  all  sales  have  been  determined,  and  the  potentials  of  the 
individual  customers  have  been  reduced  accordingly,  the  market 
must  be  updated  to  prepare  for  the  next  quarter.  The  market 
for  this  game  is  a  gradually  growing  one,  but  is  subject  to 
an  occasional  depression.  The  steps  to  be  taken  to  prepare  the 
market  for  the  next  quarter  are: 


t 
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To  determine  whether  or  not  a  depression  will  occur,  the 

umpire  should  do  the  following: 

a.  Consult  the  next  number  in  the  random  number  table, 
according  to  the  sequence  established. 

b.  If  the  last  quarter  was  not  a  depression,  and  the 
number  found  is  5  or  less,  a  depression  will  occur. 

c.  If  the  last  quarter  was  a  depression,  and  the  number 
found  is  10  or  less,  a  depression  will  occur. 

d.  If  no  depression  is  indicated  by  the  foregoing,  the 
market  will  grow. 


If  a  depression  has  been  indicated  by  the  process  listed 

above,  the  new  market  should  be  prepared  as  follows: 

a.  For  each  unit  of  buying  potential  remaining  in  the 
market  after  the  last  quarter,  select  the  next  number 
in  the  random  number  table. 

b.  If  the  number  found  is  50  or  less,  remove  the  unit  from 
the  buying  potential. 

c.  Repeat  a  and  b  until  all  units  have  been  processed. 

3  •  *  3  Growth 

If  a  depression  was  not  indicated  by  the  process  listed  in 

section  3-4.1,  the  new  market  should  be  prepared  in  the 

following  manner: 

a.  Consult  the  random  number  table  in  the  sequence 
established  until  a  number  is  found  which  lies  between 
1  and  24. 

b.  Add  one  unit  of  buying  potential  to  the  customer  whose 
number  was  found  in  the  random  number  table. 

c.  Repeat  a  and  b  until  the  total  number  of  units  added  to 
the  market  is  equal  to  7  times  the  number  of  teams  playing. 
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4.  COSTS 


The  umpiring  activities  concerned  with  costs  are  performed  each  quarter 
for  each  team.  They  are  associated  with  the  Quarterly  Report  form 
which  is  given  to  the  umpire  by  the  team  members  when  they  have 
completed  their  Board  of  Directors  meeting  and  have  entered  all  their 
decisions  on  the  form. 

4.1  CHECKING  COSTS  AND  COMPUTATIONS 

The  umpires  are  responsible  for  checking  the  accuracy  of  the 
computations  on  the  Quarterly  Report  form.  In  addition  to 
verification  of  the  arithmetic  performed  by  the  team  members, 
the  umpires  should  perform  certain  "cross  checking"  tasks. 

4.1.1  Current  Factoring 

The  factoring  specifications  of  the  Board  of  Directors 
should  be  checked  against  a  game  board  representing  the 
position  of  the  team  to  insure  that  the  team  does  not 
factor  beyond  its  capacity  to  do  so.  The  correct  values 
for  cash  to  be  realized  and  expense  due  to  factoring  arc 
given  in  Table  II,  Appendix  VI. 

4.1.2  Disbursements 


The  following  information  listed  under  Disbursements 

should  be  verified: 

a.  Fixed  and  variable  costs  (if  the  team  members  have 
filled  these  in)  should  be  checked  against  the  game  board 
and  Table  III,  Appendix  VI  to  insure  that  they  are 
correct. 

b.  Sales  salaries  should  be  checked  against  the  game  board 
to  verify  the  number  of  salesmen  to  be  paid. 

c.  R  Sc  D  should  be  checked  to  insure  that  multiples  of 
$5»000  have  been  allocated. 

d.  Advertising  expense  should  be  checked  to  insure  that 
the  players  have  correctly  computed  total  pages  of  ads. 
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e.  Consulting  fees  should  be  checked  to  insure  that  the 
total  consulting  fees  were  properly  computed  in  the 
upper  right-hand  section  of  the  Quarterly  Report 
and  that  this  total  was  correctly  carried  over  into 
the  Disbursements  column. 

f .  The  total  of  the  disbursements  should  be  verified. 

4.2  ASSIGNING  FIXED  AND  VARIABLE  COSTS 

If  the  team  members  have  not  supplied  the  Fixed  and  Variable  costs 
in  the  Disbursements  column  of  the  Quarterly  Report,  these 
should  be  provided  by  the  umpires.  Fixed  Cost  is  based  on  the 
number  of  production  lines  owned  by  the  corporation.  Variable 
Cost  is  based  on  the  number  of  production  lines  and  on  the  number 
of  units  in  Work  ir  15 roc esc  during  the  current  quarter.  Both 
Fixed  and  Variable  Cost  can  be  found  in  Table  III. 

4.3  PREPARING  NEW  QUARTERLY  REPORT 

The  umpire  is  responsible  for  preparing  a  new  Quarterly  Report 
form  for  each  team  for  the  next  quarter  of  play.  The  Starting 
Cash  items  in  the  upper  left-hand  corner  of  the  Quarterly  Report 
must  be  completed  by  the  umpire. 

4.3.1  Beginning  Cash 

Beginning  Cash  is  equal  to  the  total  Starting  Cash  from  the 
previous  quarter  minus  the  total  Disbursements  from  the 
previous  quarter. 

4.3.2  Matured  A/R 

The  number  of  units  which  reached  the  "Cash"  block  on  the 
game  board  during  the  past  quarter  should  be  entered;  the 
total  value  of  these  A/R's  at  $10,000  each  should  also 
be  entered. 

4.3.3  Previous  Factored  A/R 

The  amount  of  the  total  Factored  A/R's  from  the  previous 
quarter  should  be  entered  in  this  position. 
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4.3.U  Total 

The  total  of  the  Starting  Cash  items  should  be  entered  here. 
(See  Appendix  II) . 

5-  SALES 


The  umpiring  functions  which  deal  with  the  determination  of  sales  or 
which  affect  the  determination  of  sales  must  be  performed  each  quarter 
for  each  teas. 


5.1  PRODUCT  IMPROVEMENT 

Before  the  sales  made  by  a  corporation  can  be  determined,  it  is 
necessary  to  determine  whether  the  corporation  achieved  a 
product  Improvement. 

5.1.1  Accumulated  R  &  D 

The  accumulated  R  &  D  investment  of  a  corporation  must  be 
computed  in  order  to  determine  whether  the  corporation 
has  achieved  a  product  improvement .  The  accumulated 
R  &  D  investment  is  equal  to  the  accumulated  R  &  D  for 
the  previous  quarter  pluB  the  investment  made  for  this 
quarter  in  R  &  D.  If  the  investment  for  the  current 
quarter  is  zero,  accumulated  R  &  D  is  also  zero. 

5.1.2  Product  Improvement 

In  order  to  determine  whether  a  product  improvement  has 
been  achieved,  the  following  steps  must  be  taken: 

a.  Consult  Table  IV  to  determine  the  probability  of 
achieving  a  product  improvement,  based  on  accumulated 
R  &  D  investment. 

b.  Consult  the  next  number  in  the  random  number  table. 

c.  If  the  number  found  in  the  random  number  table  is  less 
than  or  equal  to  the  probability  found  in  Table  IV,  a 
product  improvement  has  been  achieved.  If  not,  no 
product  improvement  is  achieved. 
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5.1.3  Results  of  Product  Improvement 

If  a  product  improvement  is  achieved,  the  following  results 
are  produced: 

a.  The  accumulated  R  Sc  D  investment  for  the  corporation 
is  reduced  to  zero. 

b.  The  probability  of  making  sales  for  the  corporation 
is  increased  by  10  for  all  market  regions  and  for  all 
subsequent  quarters  of  play  until  such  time  as  all 
teams  have  achieved  a  product  improvement;  at  this  time, 
the  probability  of  sales  for  every  team  is  reduced  by 
10. 

5 . 1 .  U  Documert.-itli'  n 

The  umpires  must  indicate  to  the  team  members  whether  a 
product  improvement  has  or  has  not  been  achieved.  The 
following  must  be  entered  on  the  Quarterly  Report: 

a.  Accumulated  R  &  D  (page  2  of  the  Quarterly  Report)  is 
zero  if  a  product  improvement  was  achieved,  or  if  no 

R  Sc  D  investment  was  made  in  this  quarter.  Otherwise, 
the  accumulated  R  Sc  D  computed  at  5 -1 -1  1b  entered  here. 

b.  The  achievement  of  a  product  improvement  must  be 
indicated  immediately  below  the  accumulated  R  Sc  D  on 
page  2  of  the  Quarterly  Report.  Check  appropriate  box. 

5.2  SALES  PROBABILITY 

The  probability  for  making  a  sale  for  each  company  may  vary  from 
region  to  region  in  the  market,  depending  on  the  advertising  the 
corporation  has  done  in  a  region  during  the  quarter.  The  overall 
sales  probability  also  depends  on  the  prior  achievement  of  a 
product  improvement. 

5.2.1  Basic  Sales  Probability 

The  basic  sales  probability  for  each  corporation  for  each 
region  of  the  market  is  25. 
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5.2.2  Product  Improvement 

Each  product  improvement  achieved  by  a  corporation  raises 
the  sales  probability  for  that  corporation  by  10.  The 
increase  in  probability  is  effective  for  all  market  regions, 
beginning  in  the  quarter  in  which  the  improvement  was 
achieved,  and  continuing  until  such  time  as  all  teams  have 
achieved  product  improvements;  when  this  occurs  all  teams 
lose  their  increase.  (See  section  5.1  l) . 

5.2.3  Advertising 

Advertising  increases  the  sales  probability  for  a  team 
only  in  the  quarter  during  which  the  advertising  is  done, 
and  in  the  region  in  which  it  is  done.  The  increase 
depends  on  the  number  of  pages  of  ad:.,  and  can  be  found 
in  Table  V,  Appendix  VI. 

5.3  SALES  MADE 

Having  computed  the  sales  probabilities  for  each  corporation  for 
each  region,  the  umpire  is  able  to  determine  whether  the  sales 
calls  designated  by  the  corporation  resulted  in  sales. 

5.3*1  Individual  Corporation 

Consulting  the  Quarterly  Report  for  each  team  Independently, 
the  umpire  should  perform  the  following  operations: 

a.  For  each  sales  call  indicated  by  the  team,  consult  the 
next  number  in  the  random  number  table. 

b.  If  the  number  found  in  the  random  number  table  is  less 
than  or  equal  to  the  sales  probability  for  the  team 
being  considered  for  the  region  in  which  the  sales  cull 
is  made,  then  a  sale  is  made.  If  the  random  number  is 
larger  than  the  sales  probability,  no  sale  is  made. 

c.  If  a  sales  call  produces  a  sale  as  indicated  in  b, 
indicate  the  team  number  in  the  correct  customer  box 
on  the  umpire's  market  form  (Appendix  IV). 

d.  If  a  team  indicates  more  than  one  call  on  a  single 
customer,  and  one  of  the  first  calls  produces  a  sale, 
all  subsequent  calls  by  the  team  on  that  customer  should 
be  ignored. 
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5.3*2  All  Corporations 

Once  the  umpire  has  determined  the  sales  made  by  the 
individual  corporations,  he  is  prepared  to  determine  hov 
many  units  were  sold  to  each  customer  by  each  team.  In 
those  cases  where  only  one  team  made  a  sale  to  a 
particular  customer,  the  following  procedure  will  provide 
this  information  to  the  umpire  and  to  the  team: 

a.  Select  a  team. 

b.  Consulting  the  market  form,  locate  a  customer  to  whom 
saler  were  made  by  this  team  only. 

c .  Assign  all  of  the  buying  potential  of  this  customer  to 
the  team  being  considered. 

d.  Enter  the  buying  potential  of  this  customer  in  the  small 
box  in  the  upper  left-hand  corner  of  the  customer's 

box  on  the  Quarterly  Report  team. 

e.  Reduce  the  customer's  buying  potential  to  zero  on  the 
market  form. 

f.  If  these  sales  cause  the  total  sales  for  this  team  to 
exceed  the  number  of  units  the  team  has  in  inventory, 
assign  only  as  many  sales  to  this  customer  as  will 
completely  deplete  the  inventory  of  this  team.  Reduce 
the  buying  potential  of  the  customer  by  only  this  number, 
and  negate  all  subsequent  sales  by  this  team  which  may 
be  indicated  on  the  market  form. 

g.  Repeat  b  through  f  for  all  sales  indicated  for  the  team 
selected. 

h.  Repeat  a  through  g  for  all  teams. 

5-4  SPLIT  SALES 

After  the  individual  sales  of  each  team  have  been  determined,  if 
sales  have  been  made  by  more  than  one  team  to  a  customer  or 
customers,  and  the  teams  involved  still  have  units  left  in  in¬ 
ventory  to  sell,  split  sales  may  be  determined. 


15  May  1963 


18 


TM-1088/001/00 


5.4.1  Sales  Which  Split  Equally 

For  those  customers  whose  buying  potential  can  be  split 
equally  among  the  corporations  who  have  made  sales  to  them 
the  following  procedure  should  be  performed: 

a.  Assign  equal  parts  of  the  buying  potential  of  the 
customer  to  each  of  the  teams  making  the  sale. 

b.  Indicate  the  sales  in  the  small  box  in  the  upper  left 
of  the  customer  box  on  the  teams'  Quarterly  Reports. 

c.  Reduce  tne  buying  potential  of  the  customer  to  zero. 

d.  If  any  of  the  sales  cause  the  inventory  of  the  team 
involved  to  be  depleted  beyond  zero,  assign  only  as 
many  sales  to  the  team  as  will  reduce  the  inventory  to 
zero,  splitting  the  remaining  units  among  the  other 
teams  who  nade  sales  to  the  customer. 

e.  Repeat  a  through  d  for  each  customer  to  whom  multiple 
sales  were  made. 

5.4.2  Sales  Which  Do  Not  Split  Equally 

If  at  any  point  the  buying  potential  of  the  customer  does 
not  split  equally  among  the  teams  who  have  sold  to  the 
customer,  the  following  procedure  should  be  undertaken: 

a.  Determine  whether  one  of  the  teams  has  a  superior  sales 
probability  in  the  region  in  which  the  customer  resides. 

b.  If  a  team  is  found  which  has  a  superior  sales  probability, 
assign  the  extra  sales  to  that  team. 

c.  If  no  team  is  found  which  has  a  superior  sales 
probability,  do  not  assign  the  extra  buying  potential 
of  the  customer  to  any  team. 

5*5  DOCUMENTATION 

When  all  sales  have  been  determined,  the  umpire  may  document 
these  sales  on  the  Quarterly  Report  and  on  the  board  representing 
the  positions  of  the  teams. 
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5*5.1  Quarterly  Report 

The  umpire  should  determine  the  total  number  of  sales  made 
by  each  team,  and  enter  this  quantity  at  the  top  of  page 
2  of  the  Quarterly  Report  for  the  team,  on  the  "Units 
Sold"  line. 

5  *  52  Game  Board 

The  umpire  should  update  the  game  buurd  for  the  team 
according  to  the  instructions  found  in  volume  zero  of  this 
document.  This  will  provide  the  umpire  with  the  information 
necessary  to  complete  the  "Units  in  Inventory"  and  "Units 
in  Work  in  Process"  items  on  page  2  of  the  Quarterly 
Report . 

6.  PERSONNEL 

In  the  area  of  personnel,  the  umpire  has  two  general  responsibilities. 
They  must  be  performed  each  quarter  for  each  team. 

6.1  SALESMAN  LOSSES 

The  game  being  played  provides  that  salesmen,  once  hired,  may 
"quit"  or  retire  from  the  corporation.  They  may  do  so  at  any 
stage  in  their  career  with  the  corporation. 

6.1.1  Procedure 

To  determine  which  salesmen,  if  any,  quit  during  a  quarter 
the  umpire  should  follow  the  procedure  indicated  below: 

a.  For  each  salesman  in  each  block  on  the  game  board, 
select  a  number  (the  next  number)  in  the  random 
number  table. 

b.  If  the  number  found  in  the  random  number  table  is  less 
than  or  equal  to  5,  the  salesman  quits. 

c.  If  the  number  found  is  larger  than  5>  the  salesman  re¬ 
mains  with  the  corporation. 
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6.1.2  Documentation 

The  umpire  must  make  several  entries  on  the  Quarterly 
Report  with  respect  to  personnel.  They  are: 

a.  Previous  salesmen,  on  page  2  of  the  Quarterly  Report  is 
equal  to  tiie  number  of  salesmen  employed  with  the 
corporation  when  the  quarter  began. 

b.  Salesmen  hired  is  indicated  by  tiie  seam  under  Dis¬ 
bursements  on  page  1  of  the  Quarterly  Report.  This 
number  should  be  carried  over  to  this  item. 

c.  The  number  of  salesmen  lost  as  a  result  of  the  umpiring 
activities  listed  above  should  be  entered  on  the  correct 
line  of  the  Quarterly  Report.  For  example,  when  2 
salesmen  are  lost  from  block  3  of  training,  the  number 

2  should  be  entered  on  the  "Block  3"  line  under  "Salesmen 
Remaining" .  The  salesmen  should  also  be  removed  from 
their  respective  blocks  on  the  game  board . 

d.  The  Total  Remaining  Salesmen  is  equal  to  the  total  of 

the  previous  salesmen  end  the  salesmen  hired  minus  the 
total  of  the  salesmen  lost. 

6.2  SALESMAN  ASSIGNMENT’S 

The  assignment  of  salesman  to  cal',  on  customers'  must  be  verified 
by  the  umpire  before  sales  are  determined.  OnLy  the  salesmen  in 
the  "field"  block  on  the  game  board  may  make  sulea  calls.  The 
number  of  calls  they  may  make  depends  on  the  region  in  which  they 
are  operating. 

6.2.1  Rural  Regions 

Each  salesman  assigned,  to  a  rural  region  (customers  7 
through  21,  regions  II,  III,  and  the  top  of  region  IV) 
may  make  only  one  sales  call . 

6.2.2  Urban  Regions 

Salesmen  assigned  to  urban  regions  arc  permitted  two 
calls  each,  but  these  calls  must  be  made  to  the  same 
or  to  two  adjoining  customers.  The  urban  customers  arc  1 
through  6,  region  I,  and  2?  through  2k,  the  bottom  of 
region  IV. 
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CONSULTING 


The  umpires  are  responsible  for  providing  consulting  information  to  the 
team  members  when  it  has  been  requested.  The  information  requested 
should  be  returned  to  the  team  members  with  the  completed  Quarterly 
Reports,  at  the  beginning  of  the  next  quarterly  meeting.  Forms  are 
provided  in  Appendix  V. 

7.1  TOTAL  MARKET  POTENTIAL 

When  this  information  is  requested,  the  response  should  apply  to 
the  next  quarter  of  play.  Since  this  is  the  case,  the  umpire 
must  make  up  the  market  for  the  next  quarter  before  he  can 
complete  the  required  form.  The  information  to  be  provided  is 
the  total  buying  potential  of  all  the  customers  in  the  market. 

Page  1  of  Appendix  V  is  a  sample  of  the  form  (C-l)  to  be  used. 

Fill  in  the  team  number  and  the  total  market  potential. 

7.2  INDIVIDUAL  POTENTIAL 

This  information  should  also  apply  to  the  next  quarter  of  play, 
and  therefore  also  requires  that  the  market  be  prepared  for  the 
next  quarter.  Using  the  form  (C-2)  on  page  2  of  Appendix  V,  the 
umpire  should  fill  in  the  team  number,  and  the  potential  of  each 
of  the  customers  in  the  region  specified  by  the  team. 

7-3  PERCENT  OF  INDUSTRY  SALES 

This  information,  which  should  be  provided  on  the  form  (C-3) 
supplied  on  page  3  of  Appendix  V,  can  be  computed  using  in¬ 
formation  found  on  the  market  forms  for  the  past  4  quarters. 

In  the  upper  left-hand  comer  of  the  market  form  there  is  an 
area  provided  for  recording  the  sales  achieved  by  each  team  for 
the  quarter,  and  the  total  of  those  sales.  Using  the  market 
forms  for  the  quarter  Just  played  and  the  three  quarter  preceding 
it,  compute  the  total  sales  made,  and  the  total  sales  made  by 
the  company  requesting  the  information.  Divide  the  company's 
sales  by  the  total  sales  and  enter  the  result,  along  with  the 
team  number,  on  the  form. 
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l.k  COST  OF  NEW  LINE(S) 

Providing  this  information  requires  that  the  umpire  determine  the 
current  plant  and  production  lines  owned  by  the  company.  Add 
to  this  the  number  of  lines  specified  by  the  team  on  the  request 
for  this  service,  and  look  the  total  up  in  Table  III,  Appendix  71 
Enter  the  team  number  and  the  values  for  Fixed  Coot  and  Variable 
Cost  found  under  one  unit  in  WIP  for  total  number  of  Production 
Facilities  on  the  form  (C-4)  provided  at  page  4  of  Appendix  V. 

7.5  INDUSTRY  RID  EXPENDITURE 

To  provide  this  information,  the  umpires  must  review  the 
Quarterly  Reports  for  all  teams  for  the  quarter  Just  played  and 
the  3  quarters  preceding  it.  Determine  the  total  expenditure 
and  enter  it  and  the  team  number  on  the  form  (C-5)  found  on  pege 
5  of  Appendix  V. 

7.6  IMPROVED  SALES  PROBABILITY 

This  is  the  simplest  consulting  service  the  umpire  can  provide. 
Enter  the  team  number  on  the  form  (C-6)  on  p.'ge  6  of  Appendix  V. 

INCOME  STATEMENT 


Since  the  Income  Statement  reflects  operations  of  the  period  Just 
ended,  data  for  its  preparation  comes,  in  general,  from  the  Quarterly 
Report  after  it  has  been  processed  by  the  umpires  for  return  to  the 
participating  teams. 

8.1  SALES 

The  dollar  amount  of  Sales  is  computed  by  multiplying  the  Units 
Sold  item  (from  the  Quarterly  Report)  by  $10,000,  the  unit  price. 

8.2  COST  OF  GOODS  SOLD 

The  computation  of  this  cost  requires  several  steps,  namely: 

8.2.1  Beginning  Inventory 

The  Beginning  Inventory  is  copied  from  either  the  Ending 
Inventory  item  of  the  previous  Income  Statement  or  the 
Inventory  item  of  the  last  Statement  of  Position. 
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8.2.2  Production 

The  Production  figure  is  the  sum  of  the  Fixed  and  Variable 
Costs  shown  on  the  Quarterly  Report  for  the  current  quarter. 

8.2.3  Total  Available 

The  Total  Available  item  is  the  sum  of  Beginning  Inventory 
and  Production. 

8.2.4  Ending  Inventory 

The  Ending  Inventory  is  computed  by  multiplying  the  Total 
Available  item  by  a  fraction  whose  denominator  is  equal 
to  the  sum  of  the  Units  in  Inventory  item  and  the  Units 
in  WIP  item  from  the  Quarterly  Report  for  the  quarter 
previous  to  the  one  for  which  the  Income  Statement  is 
being  calculated.  The  numerator  of  the  fraction  is  equal 
to  the  denominator  minus  the  Units  Sold  item  used  in 
computing  Sales  (8.1). 

8.2.5  Total  Cost  of  Goods  Sold 

Ending  Inventory  is  subtracted  from  Total  Available  and  the 
result  entered  in  the  right  hand  column  as  Total  Cost  of 
Goods  Sold. 

8.3  GROSS  MARGIN 

The  Gross  Margin  is  the  difference  between  the  Sales  dollar  item 
and  the  Total  Cost  of  Goods  Sold. 

8.4  EXPENSES 

Expense  items  are  found  on  the  Quarterly  Report  under  Dis- 
bursements.  The  two  categories  are  not,  however,  identical. 
Manufacturing  costs  have  been  treated  above,  and  expenditures  on 
Construction  are  simply  a  change  in  the  form  of  assets  held  and 
do  not  produce  income.  Other  Disbursements  correspond  one  for 
one  to  items  listed  on  the  Income  Statement  under  Expenses 

The  writeoff  of  the  Scrapped  Production  Lines  item  is  a  typical, 
in  that  it  involves  no  current  cash  expenditure.  When  a  team 
indicates  a  decision  to  scrap  one  or  more  production  lines,  it 
will  move  to  a  new  cost  schedule  in  the  quarter  following 
(1*1-1088/000/00,  Section  6.2.6). 
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The  first  time  the  new  schedule  is  in  use  (Section  4. 1.2. a)  the 
product  of  $30,000  and  the  number  of  lines  scrapped  is  entered 
as  the  Writeoff  of  Scrapped  Production  Lines. 

All  items  detailed  under  Expenses  are  summed  and  entered  in  the 
right  hand  column  as  Total  Expenses. 

8.5  NET  PHOFIT 

The  difference  between  Cross  Margin  and  Total  Expenses  is  entered 
as  Not  Profit.  If  Total  Expenses  is  greater  than  (Cross  Margin, 
the  absolute  value  of  ’..he  difference  is  entered,  within 
parentheses,  and  the  .on'  Profit  is  struck  out  and  replaced  by 
Loss. 


9.  STATEMENT  OF  PCOITIO.', 


The  Statement  of  Position  is  prepared  following  the  Income  Statement. 
Items  within  it  are  computed  as  follows: 

9.1  CASH 

The  Cash  item  is  the  same  as  Starting  Cash  on  the  Quarterly 
Report  for  the  upcoming  quarter  of  play. 

9.2  ACCOUNTS  RECEIVABLE 

The  Accounts  Receivable  item  is  computed  by  adding  t.ic  previous 
quurter's  Accounts  Receivable  item  to  the  Sales  item  on  the  Income 
Statement  Just  computed,  and  subtracting  the  sum  of  Matured 
Accounts  Receivable,  Previous  Factored  Accounts  Receivable  (both 
from  the  Quarterly  Report  referred  to  in  Section  9- 1) >  and  the 
total  Factoring  Expense  (from  the  quarterly  Report  of  the  quarter 
just  ended) . 

9-3  INVENTORY 

The  Inventory  item  is  copied  from  the  Ending  Inventory  item  on 
the  most  recent  Income  Statement. 

9.4  PLANT 

The  Plant  item  is  the  sum  of  the  Plant  item  from  the  previous 
Statement  of  Position  and  the  Construction  disbursement  from  the 
most  recent  Quarterly  Report  minus  the  Writeoff  of  Scrapped 
Production  Lines  from  the  most  recent  Income  Statement. 
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9.5  TOTAL  ASSETS 

The  Total  Assets  item  is  the  sum  of  the  four  asset  items  just 
described.  As  a  cross  check,  the  Total  Asset  amount  minus  the 
Net  Profit  or  plus  the  Net  Loss  should  equal  the  Total  Assets 
item  on  the  previous  Statement  of  Position. 

9-6  EQUITY 

The  Equity  item  is  the  same  as  the  Total  Assets. 

10.  EQUIPMENT 

The  umpires  should  have  the  following  equipment: 

10.1  GAME  BOARDS 

The  umpires  should  be  equipped  with  game  boards  and  sufficient 
chips  to  represent  the  position  of  each  team. 

10.2  FORMS 

The  umpires  should  have  the  following  forms  available  to  them: 

10.2.1  Quarterly  Report  Forms 

Sufficient  Quarterly  Report  forms  should  be  available  for 
all  the  quarters  to  be  played.  The  quarterly  report  forms 
are  available  in  colors  so  that  the  teams  may  be  more 
easily  distinguished  from  each  other. 

10.2.2  Market  Forms 

The  umpires  should  have  sufficient  market  foms  for  the 
quarters  to  be  played. 

10.2.3  Consulting  Forms 

The  umpires  should  be  provided  vith  a  supply  of  the  six 
consulting  forms,  sufficient  for  the  length  of  play  to  be 
undertaken. 

10.3  TABLES 

The  umpires  should  each  have  copies  of  the  tables  provided  in 
Appendix  VI. 
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The  sequence  of  activities  to  be  followed  by  the  umpires  is  as  listed 
in  this  section.  References  made  are  to  other  sections  of  this 
document  which  describe  the  particular  function  in  greater  detail. 


Umpiring  Activities 


PLAY  BE'’,  INS 


11.1.1  Array  the  market 

11.1.2  Set  up  game  boards 

a.  Quarter  1  boards  are  empty. 

b.  Quarter  20 


References 


Section  3.2 

Appendix  III 


11.2  after  board  meeting 

11.2.1  Check  costs  and  computations 

11.2.2  Assign  fixed  and  variable  costs 

11.2.3  Determine  accumulated  R  &  D 

11.2.4  Determine  product  improvement 

11.2.5  Determine  sales  probabilities 

11.2.6  Determine  sales 

11.2.7  Determine  split  sales 

11.2.0  Document  sales 

11.2.9  Record  team  decisions  on  board 

a.  Current  factoring 

b.  Construction 

c.  Salesman  hire 

d.  Units  scheduled 

e.  Production  lines  scrapped 

11.2.10  Determine  salesman  losses 

11.2.11  Document  salesman  losses 

11.2.12  Update  game  board 

11.2.13  Update  market  for  next  quarter 

11.2.14  Complete  consulting  forms 

11.2.15  Complete  and  check  QR 

11.2.16  Prepare  QR  for  next  quarter 

11.2.17  Return  QR,  consulting  forms  and  new  QR 
to  players 


Section  4.1 
Section  4.2 
Section  5.1.1 
Sections  5. 1.1  -  5 .1.4 
Section  j.2 
Section  ^.3 
Section  5.4 
Section  5-5 

TK-IO88/OOO/OB ,  Bee  tio.. 


Section  6.1.1 
Section  6.1.2 
TM-loaa/OOO/OO^  Sect:  .r 
Section  3.4 
Section  7 
Section  4.3 
Section  4.3 
Section  4.3 
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APPENDIX  I 
COMPANY  HISTORY 
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QUARTERLY  HKLUHT 

1?l?&VtOUS _  _  Company  Quarter  // 


Otar ting  Cush  Itomu 


innum  i; l. ng  pee i 


Beginning  Cash  « 400 .  OOP 

Total  Market  Potential 

«?  $  2,000 

Matured  A/R  par 

Market  Rc»oarch--one  region 

& 

30,000 

From  Past  Factoring 

Operating  Cost — added  Capacity 

6 

2,000 

Total  Available  Cash /40O.POO 

R  St  D  improved  sales  Prob. 

@ 

5,000 

Industry  R  &  D  exp. — past  year 

@ 

1,000 

Current  Factoring  Requirements 

$  of  Industry  sales- -part  year 

® 

2,000 

Fae toring 

Total  Consulting  Fees 

Cash  Expense 

£  90$  Block  2 

Production 

Block  3 

$  8(#  Bl  ock  4 

Units  Scheduled 

Block  5 

Market 

Factored  a/R 


Factor  Expense 


Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  In  the  appropriate  box. 


Disbursements 


Fixed  Coat 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Fees 
Total  Disburse 


15Q.000 
30  000 


180.000 


Starting  Cash  Less 

Total  Disbursements  000 


□ 


Total  Pages  of  Ads 


<s —  Pages  of  Advertising — 

1 

2 

3 

7 

8 

9 

Urban 

Ur^nn 

Urban 

Rural 

RlfpL_ 

Rural 

4 

1  5 

6 

10 

II 11 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

IF 

15 

19 

20 

21 

Rural 

Rural 

Rural 

Rural 

15” 

ntlf 

18 

22 

IV23 

24 

Rural 

Rural 

Rural 

Urban 

Urban 

Urban 

< —  Pages  of  Advertising  — >> 

PLAYERS  DO  HOT  WRITE  BELOW  THIS  LIRE 


Total  Sales 

_ a 

Accumulated  R  &  D 

0 

Units  in  Inventory 

_ a 

Product  Improvement  _ 

0 

Total  Salesmen 

3 

Salesmen  Lost  in  the  Field 

Units  in  WIP 

0 

In  training 

Accumulated  Plant  and 
Construction 

moon 

Block  2 

Block  3 

Block  4 

htvw^  _ 

_ & 
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QUARTERLY  KKPOHT 
Company 


Quarter  //  2 


Starting  Car.h  Item:; 
Beginning  Cash  210.  OOP 

Matured,  a/R  4?  par  _ 

From  Past  Factoring  _ 


Total  Available  Cash  msm 

Current  Factoring  Requirements 

Factoring 
Expense 


S  90 $  Block  2  _ 
Block  3  . 
@  80$  Block  4  _ 
Block  5  _ 
Factored  A/R 

Factor  Expense 


Cash 


Disbursements 

Fixed  Cost  _ 

Variable  Cost  (WIP)  _ 

Sales  Salaries  3-000 

Construction 

Salesman  Hire  _ 

R  &  D  Expense 

Advertising  Expense  _ 

Consulting  Fees  _ _ 

Total  Disburse 


iLflQQ. 


Starting  Cash  Less 

Total  Disbursements  2.1 7  fifln 


Consulting  Foon 

Total.  Market  Potential  ©  $  2,000 
Market  Rer.oarch—  one  region  ©  30,000 
Operating  Cost — udded  Capacity  ©  2,000 
R  &  D  improved  saler.  Prob.  @  5,000 
Industry  R  &  D  exp.— past  yea*  @  1,000 
%  of  Industry  calcs— past  year  ©  2,000 
Total  Consulting  Fees 


Production 


Units  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


[ _ |  Total  Pages  of  Ads 


—  Pages  of  Advertising — >• 

1 

2 

3 

7 

Q 

9 

Urban 

Uryon 

Urban 

Rural 

RTEL_ 

Rural 

4 

'  1  5 

6 

10 

fri r 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

14 

15 

19 

20 

21 

Rural 

Rural 

Rural 

Rural 

l8 

ttrff 

18 

22 

IV23 

24 

Rural 

Rural 

Rural 

Urban 

Urban 

Urban 

< — Pages  of  Advertising — >- 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Soles 

Units  in  Inventory 

Total  Salesmen 

Units  in  WIP 

Accumulated  Plant  and 
Construction 


Q  Accumulated  R  &  D 
- Q  Product  Improvement 

_ Salesmen  Lost  in  the  Field 

Qin  training 
Block  2 
Block  3 

-15ft  Q  QQ  Block  4 


JQ 

_Q 


_o 
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MJAHTWRLY  HKIWT 


PREVIOUS  Company 

Quarter  //  3 

— 

Starting  Ca;:h  Item:; 

Consul  ting  Fees 

Beginning  Cash  21  7 1 QQO 

Total.  Market  Potential 

© 

$  2,000 

Matured  a/R  par 

Market  Ror.oarch — one  region 

@ 

30,000 

From  Past  Factoring 

Operating  Cost — added  Capacity 

e 

2,000 

Total  Available  Cash  217.000 

R  &  D  improved  outer;  Prob. 

@ 

5,000 

Industry  R  &  D  exp. — past  year 

© 

1,000 

Current  Factoring  Requirements 

°jo  of  Industry  sales — pest  year 

© 

2,000 

Factoring 

Total  Consulting  Fees 

S  90#  Block  2 
Block  3 
@  80#  Block  I* 
Block  5 
Factored  a/r 


Cash 


Expense 


Factor  Expense 


Disbursements 


Fixed  Cost 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Fee 3 
Total  Disburse 


■3.QQQ 


3,00  o 


Starting  Cash  Less 

Total  Disbursements  £14,  OOP 


Production 


Unit3  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


□ 


Total  Pages  of  Ads 


<« —  Pages  of  Ad  ertising — >- 

_ 

1 

Urban 

. . V 

Urban 

2 

Urlpan 

1  5 

Urban 

3 

Urban 

'•  6 

Urban 

7 

Rural 

8 

Rvfjal 

9 

Rural 

10 

Rural 

II  11 

Rural 

12 

Rural 

13 

15 

19 

20 

21 

Rural 

_R4*fL. 

Rum! 

Rural 

Rjr^L 

Rural 

l6 

tirrr 

18 

22 

1  V23 

24 

Rural 

Rural 

Rural 

Urban 

Urban 

Urban 

< —  Pages  of  Advertising  — >■ 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

O 

Accumulated  R  &  D 

_ Q 

Units  in  Inventory 

_ Q 

Product  Improvement 

_ Q 

Total  Salesmen 

3 

Salesmen  Lost  in  the  Field 

Units  in  VIP 

4. 

in  training 

Block  2 

Accumulated  Plant  and 

ISO  OOP 

Block  3 

_ Q 

Construction 

Block  4 
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QUARTERLY  KKltJtH-L’ 
_  Company 


Quarter  //  4 


Starting  Carh  Item:; 

Beginning  Cash  £14.000 

Matured  a/r  (r  par  _ 

From  Pant  Factoring  _ 

Total  Available  Canh  114.000 


Current  Factoring  Requirements 

Factoring 
Canh  rU  pause¬ 
s'  90/j  Block  2 _  _ 

Block  3  _  _ 

@  8C$  Block  4  _ _ 

Block  5  _  _ 

Factored  a/R  _ 

Factor  Expense  _ 


Disbursements 

Fixed  Cost  6-Oqq 

Variable  Coat  (WIP)  .1 2-QQQ. 
S&les  Salaries  3,  OOP 

Construction  _ 

Salesman  Hire  __________ 

R  &  D  Expense  _ 

Advertising  Expense  ________ 

Consulting  Fee  3  _______ 

Total  Disburse  21.000 

Starting  Caah  Les3 

Total  Disbursements  1  7  3  t  COO 


Consul  ting  Foe:; 

Total.  Market  Potential  $  2,000 
Market  Re:;oarch--one  region  £?  30,000 
Operating  Cost — added  Capacity  @  2,000 
R  &  D  improved  sale:;  Prob.  @  5,000 
Industry  R  &  D  o;. .  .--past  year  @  1,000 
$  of  Industry  na ; cr.--past  year  @  2,000 
Total  Consulting  Fees 


Production 


Units  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


| _ |  Total  Pages  of  Ads 


<? —  Pages  of  Advertising — >- 

1 

2 

3 

7 

8 

9 

Urban 

Ur^nn 

Urban 

Rural 

Riflal 

Rural 

-  v 

" i  5 

6 

10 

II  11 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

’ — *rr 

lT 

19 

20 

21 

Rural 

Rurnl 

Rural 

_Bpr¥- 

Rural 

IS* 

Tit  17 

18 

22 

IV23 

24 

Rural 

Rural 

Rural 

Urban 

Urban 

Urban 

< —  Pages  of  Advertising  — >■ 

PLATERS  DO  NOT  WHITE  BELOW  THIS  LINE 


Total  Sale 3 

_ 20 

Accumulated  R  fc  D  _ 

_ Q 

Units  in  Inventory 

_ A 

Product  Improvement  _ 

_ Q 

Total  Salesmen 

_  2 

Salesmen  Lost  in  the  Field 

Units  in  V^P 

4 

in  training 

Block  2 

_ a 

Accumulated  Plant  and 

l2Djm 

Block  i  “ 

Construction 

Block  ■■ 

3U 
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"PREVIOUS 


tdlAHTKRIY  Ki-:i  PUL' 
Company 


Quarter  // 


Starting  C-r di  I  torn:: 
Beginning  Cash  moop 

Matured  A/r  4'  par  _ 

From  Fust  Factoring  _ 

Total  Available  Cash  193.QOO 

Current  Factoring  Requirements 


2  90$  Block  2 _  _ 

Block  3 _  _ 

.?  80$  Block  4  _  _ 

Block  5 _  _ 

Factored  a/r  _ 

Factor  Expense  _ 

Disbursements 
Fixed  Cost  — £*£ 

Variable  Cost  (WIP)  ULl 
Sales  Salaries  3  C 

Construction  _ 

Salesman  Hire  _ 

R  &  D  Expense  _ 

Advertising  Expense  S.Q 

Consulting  Fees  _ 

Total  Disburse  ZA  0 


Factoring 

Expense 


Starting  Cash  Less 

Total  Disbursements  m  cm 


Consul  ting  Fee.". 

Total.  Market  Potential  <g  $  2,000 

Market  Research — one  region  @  30,000 
Operating  Cost— added  Capacity  @  2,000 

R  &  D  improved  sales  Prob.  @  5,000 

Industry  R  &  ])  exp. --past  y  ar  @  1,000 

$  of  Industry  salon-past  year  @  2,000 

Total  Consulting  Fees 

Production 

Units  ocheduled  _ 5 _ 

Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 

[  1  [  Total  Pages  of  Ads 
|  4  i  <s —  Pages  of  Advertising — >.  r 


X  1 

X©2 

X  3 

7 

8 

9 

Urban 

Ur^nn 

Urban 

Rural 

-T^r 

Rural 

X  * 

X '  5 

X 

10 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

"'if 

15 

19 

20 

21 

Rural 

Rural 

Rural 

Rural 

I<T 

Rural 

If  fif 

Rural 

18 

Rural 

22 

Urban 

1 V23 

Urban 

24 

Urban 

/6<9  HOC)  <S — P®®8*  ot  Advertising 


PLATERS  DO  NOT  WRITE  BELOW  THIS  LINE 
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C.jlAKTKHIiY  KKltm1 

'PREVIOUS _  _  Company 


(quarter  //  6 


Starting  C  o'ti  Items 
Beginning  Cash  16^.000 

Matured  A/R  <r  par  _ 

From  Pant  Factoring  _ 

Total  Available  Cash  m.coo 


Current  Factoring  Requirements 

Factoring 
C»nh  Expense 

2  90>  Block  2 _ _ 

Bl  ock  3  _  _ 

2  8o4  pi  ock  4 _  _ 

Block  5 _  _ 

Factored  A/R  _ 

Factor  Expense  _ 


Disbursements 


Fixed  Cost 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Fees 
Total  Disburse 


.6,000 


i£jm 

3,000. 


A&i-QQQ, 


47,000 


Starting  Cash  Less 

Total  Disbursements  iZZ>  OOP 


Con.njl  ting  Fcgn 

Total  Market  Potentia  l  @  jji  2,000 

Market  Research — one  region  <2  30,000 

Operating  Coot — added  Capacity  6  2,000 

R  &  D  improved  sale:;  Prob.  @  5,000 

Industry  R  &  1)  c/.p.  --past  year  @  1,000 

or  Industry  nab.-.-  past  year  @  2,000 

Total  Consulting  Ecos 


Production 


Units  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
with  on  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


Total  Pages  of  Ads 


i 

<= —  Pages  of  Advertising  — > 

X  1 

/  2 

X  3 

7 

8 

9 

Urban 

Urlfrji 

Urban 

Rural 

Ri^al 

Rural. 

f  1 

r  5 

id6 

10 

“II  n 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

- 55’ 

15 

19 

20 

21 

Rural 

Rural 

Rural 

Rural 

i<r 

Till? 

18 

22 

rw 

24 

Rural 

Rural 

Rural 

Urban 

Urban 

Urban 

<5 —  Pages  of  Advertising  — > 

PLATERS  DO  WOT  WRITE  BELOW  THIS  LINE 

Total  Sales 

3 

Accumulated  R  &  D 

0 

Units  in  Inventory 

6 

Product  Improvement  _ 

_ Q 

Total  Salesmen 

5 

Salesmen  Lost  in  the  Field  _ 

_ a 

Units  in  WIP 

K* 

in  training 

,  W 

Block  2 

Accumulated  Plant  and 

150.000 

Block  3 

Construction 

Block  4 

«unn<$  — 

—  Q 

1;  '.’ay  19o3 


TM-108Q/00l/00 


T^EV>OOt 


i'UAUTKIiTY  KKIDHT  ■ 
Company 


Ounrter 


Starting  Cash  Item: ; 


02000 


Beginning  Cash 
Matured  A/R  C  par 
From  I'ar.t  Factoring 
Total  Available  Cash 


Current  Factoring  Requirements 


/  90^  Block  2  _  _ 

Block  3  _  _ 

.?  80#  Block  I*  _  _ 

Block  5 _  _ 

Factored  A/R  _ 

Factor  Expense  _ 

Disbursements 
Fixed  Cost  ^  ( 

Variable  Coat  (WIP)  _l£uC 
Sales  Salaries  fC  (* 

Construction  _ 

Salesman  Hire  _ 

R  4  D  Expense  _ 

Advertising  Expense  fe.  ( 

Consulting  Fees  _ 

Total  Disburse  32,  C 


Starting  Cash  Les3 
Total  Disbursements 


Factoring 

Expense 


Consulting  Fee:; 

Total  Market  Potential  <|j  2,000 

Market  Research—  one  region  (0  30,000 

Operating  Cost — added  Capacity  (?  2,000 

R  &  D  improved  sales  Prob.  y  5,000 
Industry  R  &  1)  exp. — past  year  ©  1,000 

$  of  Industry  sales — pas :  vear  ©  2,000 

Total  Consulting  Fees 

Production 

Unit;;  Scheduled  _ ^ _ 

Market 

Indicate  desired  location  of  eech  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 

0  Total  Pages  of  Ads 
~]  <= —  Pages  of  Advertising — I 


1 

2 

3 

7 

— r 

9 

Urban 
—  k 

Urban 

1  5 

Urban 

6 

Rural 
*'  10 

-T-ir 

Rural 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

IK 

15 

19 

20 

X21 

Rural 

If 

Rural 

Rural 

Rrral 

Rural 

Iff* 

18 

id2 

Wv 

ti  * 

Rural 

Rural 

Rural 

Urban 

Urban 

Urban 

<5 —  Pages  of  Advertising 


Total  Sales 

Units  In  Inventory 

Total  Salesmen 

Units  in  VIP 

Accumulated  Plant  and 
Construction 


PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


(o  Accumulated  R  &  D 

S  Product  Improvement 


Salesmen  Lost  in  the  Field 
in  training 
Block  2 

Block  3 
Block  h 
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t  IIAUTKKI.Y  UCIDIU' 


_  Company 


Cunrtcr  // 


Starting  C  "  h  1  tx-r.i . : 

Beginning  Cash  90, COO 

Matured  a/U  ©  par  _  _ 

From  Past  Factoring.  _ 

Total  Available  Cash  90,  OOP 


Current  Factoring  Requirements 

Factoring 
Cash  Expense 

£  90?>  Block  2 _  _ 

Block  3  _  _ 

J>  80$  Block  If  _ _ 

Block  5  SZJ3QQ  ^aooo 

Factored  A/r  &.OOO 


Factor  Expense  8.000 


Pl3bursemento 

Fixed  cost  gi.nnn 

Variable  Cost  (WIPl  {  5  .  QOO 
Sales  Salaries  *v  ODD 

Construction  30,  QQQ 

Salesman  Hire  _ 

R  &  D  Expense  ________ 

Advertising  Expense  £>.OOQ 

Consulting  Fees  _ _ 

Total  Disburse  JaX  PQQ 


Starting  Cash  Less 

Total  Disbursements  000 


Conan  1  I.  i  ng  Fee:; 

Total  Mark«*L  Potential  t’l  $  2,000- 

Market  Rone:. rch — one  region  e  30,000 
Operating  Coot— n/klod  Capacity  ©  2,000 

R  h  D  improved  :;ulor;  Prob.  ©  '3,000 

Indue, try  11  h  11  exp, --pant  year  &  1,000 

%  of  Industry  sale-.  -;-i:;t  year  &  2,000 

Total  Consulting  Fee:; 


Production 


Units  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


Total  Pages  of  Ads 


c —  Pages  of  Advertising  -» 

1 

2 

3 

7 

8 

9 

Urban 

Uryan 

Urban 

Rural 

Rv|t|al 

Rural 

If 

1  5 

6 

10 

II  11 

12 

Urban 

Urban 

Urbnn 

Rural 

Rural 

Rural 

"  13 

It 

15 

19 

20 

X  21 

Rural 

^HYf1 

Rural 

Rural 

Rural 

16 

1II17 

18 

X  22 

xl#?3 

2k 
V  * 

Rural 

Rural 

Rural 

Urban 

AA 11/ 
Urban 

A 

Urban 

< —  Pages  of  Advertising  — ■>. 

z 

PLATERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Unit3  in  WIP 

Accumulated  Plant  and 
Construction 


_ ft-  Accumulated  R  &  D 

fe  Product  Improvement 

_ Salesmen  Lost  in  the  Field 

p:  in  training 

- -  Block  2 

,  „  Block  3 

_ (90. 000  Block  h 


jQ 

O 

SI 


Si 


15  Fay  lyo3 


36 


TK-lOOci/OOl/OO 


i.'UAWTIKI.Y  KKIDU-I' 


i/s _  _  Company 


Cun r lor  //  9 


Storting  C'h  H.'-ma 


Beginning  Cash  ZS.OOO 

Matured  a/R  u'  j'iir _ 

From  IYu'-t  Factor! tip  "32j .  000 
Total  Available  C.r-h  tojm. 


Current  Factoring  Requirements 

Factoring 
Cash  Expense 

a  90^  Bl  ock  2 _  _ 

Block  3 _  _ 

?  80^  B.l  ock  h _ _ 

Block  5 _  _ 

Factored  a/r  _ 

Factor  Expense  _ 


Disbursements 


Fixed  Coat 
Variable  Coot  (UIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  F.xpense 
Consulting  Fees 
Total  Disburse 

Starting  Cash  Less 
Total  Disbursements 


fe.ooo 
IS.  QOO 
■  5.  00 o 


i 1  000 

2  2.  fion 

ZS.aoo 


Consul ting  Fees 

Total.  Market  I'oicntin  l  <;?  $  2,000 

Market  I\‘u;on rch — one  region  (£  30,000 

Operating  Cost —  added  Capacity  <g  2,000 
H  St  T  improved  salon  Prob.  @  ‘j,000 

Industry  1!  &  1)  c;;p. — pant  year  @  1,000 

r/o  of  Industry  sales. -pn:  t,  year  &  2,000 

Total  Consulting  Fees 


Production 

Units  Scheduled  _ 5* 

Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 

Total  Pages  of  Ads 


PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Units  in  V.’IP 

Accumulated  Plant  and 
Construction 


_ ± 

_ z. 

_ £ 

_ £ 

£80.  Ooo 


Accumulated  R  &  D 

Product  Improvement 

Salesmen  Lost  in  the  Field 
in  training 
Block  2 

Block  3 
B1 ock  4 


7  ,\ay  156j 


37 


TM- 1088/001/00 


i.UAItTKIfT.Y  KKIMU  l* 


'PH£ViQ.O§ _  _  Company 


Quarter  11  Ja 


Starting  Ca:  h  Ib^m; , 


Beginning  Cash 
Matured  a/r  (■■'  par 
From  Past  Factoring 
Total  Available  Cash 


26,000 

4-QjQqo 


Current  Factoring  Requirements 

Far toring 
Ca  ah  Fxponse 

L?  90^i  Block  2 _ _ 

Block  3  _ _ 

~S  80 $  B.1  ock  I*  _  _ 

Block  5 _  _ 

Factored  a/r  _ 

Factor  Expense 


Disbursements 


Fixed  Cost 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Fees 
Total  Disburse 


...  .6,  OOP 
L£,  OQO 


12,000 
IQ.oo  o 


Starting  Cash  Less 

Total  Disbursements  30. 000 


Consult i ri g  Foce; 

Total.  Market  Potential  4$  2,000 

Market  Ronearch—one  reg Lori  C1  30,000 
Operating  Cost—  ;iddod  Capacity  <g  2,000 
R  &  D  improved  sales  Prob.  (£  '3,000 

Industry  R  &  1)  exp. — past  year  @  1,000 

$  or  Industry  sale .---r-ist  year  <w  2,000 
Total  Consulting  Ff  >» 


Production 
Units  Scheduled 


ia 


Market 

Indicate  desired  location  of  each  salesman 
wish  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


Total  Pages  of  Ads 


z 

<; —  Pages  of  Advertising — ^ 

y2 

Urfnn 

X3 

Urban 

7 

Rural 

8 

Riflal 

9 

Rural 

x5 

X  6 

Urban 

10 

II  ll] 

12 

urtMur 

Urban 

Rural 

Rural 

Rural 

13 

li!’ 

"lT 

19 

20 

21 

Rural 

Rural 

Rural 

Rural 

16 

18 

'v“ 

«2T 

Rural 

Rural 

Rural 

Urban 

Urban 

< - Pages  of  Advertising  — >• 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Unit3  in  V.7P 

Accumulated  Plant  and 
Construction 


XQ. 


Ida  000 


Accumulated  R  &  D 

Product  Improvement 

Salesmen  Lost  in  the  Fiel 
in  training 
Block  2 
Block  3 
Block  H 


a 

n 

X 


.15  .i&y  1963 


38 


TM-1088/001/00 


c.'UARTKRI.Y  K I'll. DK'l' 


PFt£VlQ<JS _  _  Company 


(quarto  r  II  J± 


Starting  C':h  Item;; 

Beginning  Cash  30.000 
Matured  a/R  IP  par  30.  OOP 

From  Past  Factoring  _ 

To tal.  Avai  1  ab  I  o  Cash  60,000 


Current  Factoring  Requirements 

Fan torlng 
Cash  Expense 

2  90$  Block  2 _  _ 

Block  3  _  _ 

$  8o£  Bl  ock  4  _  _ 

Block  5 4Q'QQ0  10.000 

Factored  a/r  40J&O 

Factor  Expense  10. 000 


Disbursements 


Fixed  Cost 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  fc  D  Expense 
Advertising  Expense 
Consulting  Fcc3 
Total  Disburse 

Starting  Cash  Less 
Total  Disbursements 


IAAoq 

OOP 

-4,  000 


9.000 
Zg  ,4  QQ 
±0,600 


Consulting  Poor. 

Total.  Market  Potential  @  $  2,000 
Market  Research — one  region  (J>  30,000 
Operating  Cost~u,Jrlnd  Capacity  @  2,000 
R  &  D  Improved  salon  Prob.  @  5,000 
Industry  R  &  D  exp. — pant  year  @  1,000 
/b  of  Industry  sales — pant  year  @  2,000 
Total  Consulting  Fees 


Production 


Units  Scheduled 


iQ. 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  In  the  appropriate  box. 


Total  Pages  of  Ads 


<5 —  Pages  of  Advertising — 

1 

Urban 

2 

Urljan 

3 

Urban 

7 

Rural 

8 

Rif|&l 

9 

Rural 

4 

Urban 

1  5 

Urban 

6 

Urban 

10 

Rural 

II  11 

Rural 

12 

Rural 

15 

15 

19 

20 

21 

^Yf1 

Rural 

Rural 

Rural 

S&J 

22 

Urban 

1V23 

Urban 

24 

Urban 

3 

<r —  Pages  of  Advertising  — >■ 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Units  in  WIP 

Accumulated  Plant  and 
Construction 


_ & 

_ ta 

_ 4 

_ ta 

I8O.000 


Accumulated  R  &  D 

Product  Improvement 

Salesmen  Lost  in  the  Field 
in  training 
Block  2 
Block  3 

Block  it 


a 

a 

a 


lj  May  1963 
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TM- 1088/001/00 


lUAUTKIilY  HKIDm1 

VK&\jtou$> _  _  Company  Quarter  //  JJL 


Starting  C  '  'h  Il-'-ma 
Beginning  Cash  IQ.bOO 

Matured  A/R  ©  par  z&aaa. 
From  I’ar.t  Factoring  40.000 
Total.  Available  Cash  70,000 


Current  Factoring  Requirements 

Factoring 
Cash  Expense 

2  905S  Block  2 _  _ 

Block  3  _  _ 

2  8o£  Block  4 _  _ 

Block  5 _  _ 

Factored  A/ R  _ 

Factor  Expense  _ 


Disbursements 


Fixed  Cost 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Fec3 
Total  Disburse 


H  4oo 
n.,000 
d  OOP 


^000 

49  /no 


Starting  Cash  Less 
Total  Disbursements 


10  £00 


Consul  ting  Foes 

Total  Market  Potential  <j?  $  2,000 
Market  Research — one  region  ©  30,000 
Operating  Coat — tvldod  Capacity  ©  2,000 
R  &  D  improved  sales  Prob.  ©  5,000 
Industry  H  &  1)  e;;p. — past  year  ©  1,000 
</>  of  Industry  snlen--»-i::t  year  ©  2,000 
Total  Consulting  Fees 


Production 


Units  Scheduled 


12- 


Market 

Indicate  desired  location  of  each  salesman 
with  on  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


Total  Pages  of  Ads 


<r- —  Pages  of  Advertising — >> 

3 

1 

Urban 

k 

Urban 

2 

Urban 

1  5 

Url  1 

3 

Urban 

6 

Urban 

J&> 

X 

9 

Rural. 

it11 

Riiral 

12 

Rural 

-~","L13 

Rural 

J.4 

Ruyfi 

lT 

Rum! 

19 

Rural 

20 

RUftL. 

21 

Rural 

. 'i<r 

Rural 

III  17 

Rural 

18 

Rural 

22 

Urban 

rvij 

Urban 

24 

Urban 

< —  Pages  of  Advertising  — 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

_ ia 

Accumulated  R  &  D  _ 

_ Q 

Units  in  Inventory 

_ in 

Product  Improvement  _ 

_ a 

Total  Salesmen 

4 

Salesmen  Lost  in  the  Field  _ _ 

_ a 

Units  in  lap 

_ La 

in  training 

Block  2 

Accumulated  Plant  and 

190  00Q 

Block  3 

Construction 

Block  4 

15  May  i 963 


40 


TM-IO88/OOI/OO 


l.UAKTKRLY  lil'!l\)l( r  • 


7^€>//0US _  _  Company  Ounrlor  // 


Starting  C  ’ ;  hit  .<  mi. . 


Beginning  Cash 
Matured  A/R  it*  nar 
From  Pant  Factoring 
Total  Available  Cash 


2A-6Q.Q 

4Q OQQ 


Current  Factoring  Requirements 

Cash 

*?  90*i  Bl  ock  2 _ 


Factoring 

Expense 


Block  3  q.fiOO  i,  OOP 

s?  80$  Block  4  _  _ 

Block  5  ffCOO  I'OOn 
Factored  A/R  IZjQgd 
Factor  Expense  3.  OQo 


Disbursements 

Fixed  Cost  U  4oo 

Variable  Cost  (UIP)  ^  ( 

Sales  Salaries  .  <  QQO 

Construction  _ 

Salesman  Hire  _ 

R  &  D  Expense  _ 

Advertising  Expense  12.000 

Consulting  Foc3  _ 

Total  Disburse  SL.'ioa 

Starting  Cash  Less 

Total  Disbursements  8, Zoo 


Conan  I  ting  Fee.-; 

Total.  Market  Potential  &  $  2,000 
Market  Research — one  region  0  30,000 
Operating  Cost — added  Capacity  (g  2,000 
R  &  D  improved  sales  Prob.  0  5,000 
Industry  R  &  1)  exp. — past  year  @  1,000 
°r>  of  Industry  caler— -jr'-  t  year  @  2,000 
Total  Consulting  Fees 


Production 


Units  Scheduled 


Jo. 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 

Total  Page 8  of  Ads 


<- —  Pages  of  Advertising — >. 

4 

1 

Urban 
~  L 

Urban 

2 

Urban 

1  5 

Urban 

3 

Urban 

6 

Urban 

7 

Rural 

6 

Rvjrjal 

*  5 
Rural 

/10 

Rural 

II  11 

m 

Rural 

13 

Rural 

ig- 

Rural 

'15 

Ruyf1 

lT 

Rural 

19 

Rural 

20 

21 

Rural 

Tit  17 

Rural 

18 

Rural 

22 

Urban 

1  V23 

Urban 

24 

Urban 

< —  Pages  of  Advertising  — 

PLATERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Units  In  V.’IP 

Accumulated  Plant  and 
Construction 


_ 2 

_ LL 

_ ± 

_ in. 

I8Q.QQQ 


Accumulated  R  &  D 

Product  Improvement 

Salesmen  Lost  in  the  Field 
in  training 
Block  2 
Block  3 
Block  4 


_Q 

n 

£ 


15  May  I963 


1+1 

i  UAim:m,Y  eki-uut 


TM-1088/001/00 


Company 


O.unrtor  // 


titartl  ng  C.-t:  h  I't/'n; ; 
Beginning  Cash  £^.200 

Matured  A/R  f'  par  X?0|£)QQ 
From  Piv.t  Factoring  l.'LQOO 
Total  Available  Cash  J  .OC) 


Current  Factoring  Requirements 

Factoring 
Cash  Expense 

«?  90^1  Block  2 _ _ 

Block  3  9.000  l ,  POO 

1  8o£  Block  4 _  _ 

Block  5^0Q0  iOOoo 
Factored  A/R  sjPl  CYTs 

Factor  Expense  11,000 


Disbursements 


Fixed  Coat 
Variable  Coat  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Fees 
Total  Disburse 

Starting  Cash  Lesa 
Total  Disbursements 


M.AflO 


Conuu  1  ti  ng  Fee;; 

Total.  Market  Potential  40  2,000 

Market  Rene-arch — one  region  C  30,000 
Operating  Cost—  added  Capacity  f?  2,000 
R  &  D  Improved  salon  Prob.  y  5,000 
Industry  It  &  I)  exp. --past  year  O'.  1,000 

cf>  or  Industry  so  I  or. --past  year  @  2,000 

Total  Consulting  Fee's 


Production 


Units  Scheduled  _ IQ...  . 

Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


j  3  |  Total  Pages  of  Mg 


Q)  C —  Pages  of  Mvertislng  — •>. 

'ir  xx 2  x  n  n  ®  ~ 

Urban  Ur^nn  Urban  Rural  Rv^rjal  Rural 

~Xk  W&  y£  10  11 11 

Urban  Uroan  Urban^  Rural  Rural  Rural 
13  TT  15  19  20  2] 


Rural  I  Rural 


Rural 

21 

Rural 

24 


Rural  Rural  j  Rural  f  Urban  Urban  Urban 
< —  Pages  of  Mvertlsing  — >• 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Units  in  WIP 

Accumulated  Plant  and 
Construction 


PLATERS  DO  NOT  WRITE  BELOW  THIS  LINE 


_ LL  Accumulated  R  &  D 


mono 


Product  Improvement 

Salesmen  Lost  in  the  Field 
in  training 
Block  2 
Block  3 
Block  4 


l;j  May  1963 


TM-1088/001/00 


42 


i.llAKTKiil.Y  REPORT 


'PffeVlOUS* _  _  Company 


C/U.'irlor  IJLBL 


!H. art. inn  C  ■  h  1  l/'m: ; 

Beginning  Cash  ■5floo 

Matured  A/R  t'  par 
From  Past  Factoring 
Total  Avail  able  C.sh 


Current  Factoring  Rrou  l.rrmontr. 

Factoring 
Cash  Expense 
?0?>  Block  2 _ _ 

Block  3  _  _ 

r  8o£  B.1  ock  4  _  _ 

Block  5  _  _ 

Factored  A/ R  _ 

Factor  Expense  _ 


Disbursements 

Fixed  Cost  £4.4.00 . 

Variable  Coot  (WIP)  2.2.,  HOD 
Sales  Salaries  -.4.  <2PQ 

Construction  _ 

Salesman  Hire  _ 

R  &  D  Expense  _ 

Advertising  Expense  1ZOOO 

Consulting  Feco  _ 

Total  Disburse  £1400 

Starting  Cash  Less 
Total  Disbursements 


Con. m  1 1  i  ngFocri 

Total.  Market  Potential  fl  $  2,000 

Market  R-'isea rch— -one  region  p'  30,000 
Operating  Coot- -added  Capacity  g  2,000 
R  fe  D  Improved  sale:;  Prob.  (£  'j , 000 
Industry  H  &  1)  exp. --past  year  01  1,000 

“Ju  of  Industry  no  les--i year  g  2,000 
Total  Consulting  Fee.' 


Production 


Units  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pagea  of  advertising 
purchased  by  region  in  the  appropriate  box. 

\4\  Total  Pages  of  Ad6 


< —  Pages  of  Advertising — ^ 

1 

2 

3 

7 

8 

9 

Urban 

Urban 

Urban 

Rural 

Fvji|al 

Rural 

4 

1  5 

6 

10 

“II  11“ 

“ 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

v  13 

X  cS 

/  & 

19 

20 

21 

n 

Rural 

-R^'r 

Rur^i 

Rural 

Rvr<vl 

Rural 

. ~T6' 

HI  17 

i  18 

22 

1  V23 

24 

Rural 

Rural 

Pural 

Urban 

Urban 

Urban 

4 

<c —  Pages  of  Advertising  — ^ 

PLATERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Units  in  Inventory 

Total  Salesmen 

Units  in  WIP 

Accumulated  Plant  and 
Construction 


_ a 

_ LA. 

_ ± 

_ t£L 

18Q,oqo 


Accumulated  R  &  D 

Product  Improvement 

Salesmen  Lost  in  the  Field 
in  training 
Block  2 
Block  3 
Block  4 


_Q 

OL 

a 


15  May  1963 


43 

t UARTKRLY  IMPORT 


TM-1088/001/00 


-pffEWOdS _  Company  Quarto r  //  JL6. 


Starting  C  "■  h  linns 
Beginning  Cash 

Matured  a/r  (.'  par  30.  OOG 

From  Past  Factoring 

Total  Available  Cash  5ZAQQ 


Current  Factoring  Renulrcments 

Factoring 
Cash  Expense 
i  90^i  Block  2 _  _ 

Block  3 _  _ 

.?  80?,  Bl  ock  4 _  _ 

Block  5 _  _ 

Factored  a/r  _ 

Factor  Expense 


Disbursements 


Fixed  Cost 
Variable  Cost  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  It  D  Expense 
Advertising  Expense 
Consulting  Fec3 
Total  Disburse 


14  ArOO 
2ZOOO 
A,  OQQ 


A.0,4QO 


Starting  Cash  Less 

Total  Disbursements  j_Z  O CiC) 


Consul  t  i  ri  gFees 

Total.  Market  Potential  0  ^  2,000 
Market  R":-.aa reh—ono  region  0  30,000 
Operating  Cost—  added  Capacity  @  2,000 
R  &  D  improved  sales  Prob.  0  5,000 
Industry  R  &  1)  exp. --past  year  0  1,000 
%  of  Industry  sacs --past  year  0  2,000 
Total  Consulting  Fees 


Production 


Units  Scheduled 


Market 

Indicate  desired  location  of  each  salesman 
vith  on  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


□  Total  Pages  of  Ads 


c —  Pages  of  Advertising — ->• 

x@l 

y 2 

y  3 

7 

8 

9 

Urban 

Urlpnn 

Urban 

Rural 

Riyi|al 

Rural 

x  u 

X  5 

y  6 

10 

II  11 

12 

Urban 

Urban 

Tirban 

Rural 

Rural 

Rural 

13 

if 

lT 

19 

20 

21 

Rural 

RWl 

Rural 

Rural 

Eiy^1- 

Rural 

16 

III  17 

18 

V  22 

24 

Rural 

Rural 

Rural 

urban 

aJrbnn 

Urban 

C —  Puges  of  Advertising  — >• 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

3 

Accumulated  R  &  D 

Units  in  Inventory 

49 

Product  Improvement 

Total  Salesmen 

4 

Salesmen  Lost  in  the  Field 

Units  in  VIP 

lo 

in  training 

Block  2 

Block  3 

Block  4 

Accumulated  Plant  and 
Construction 

JgqOQQ 

15  May  1963 


44 


TM-1088/001/00 


C.UARTKRLY  HEIUHT 


PteVlOU  s 

Company 

OuarLer  // 

Starting  < 

Consul  ting,  Fees 

Beginning,  Cash 

ik.QQQ 

Total  Market  Potential  (si  2,000 

Matured  a/R  <r'  par 

90.  non 

Market  Research- -one  region  (g 

30,000 

From  Past  Factoring. 

Operating  Cost — added  Capacity  (g 

2,000 

Total  Available  Coal 

'lQL+QOQ 

R  &  D  improved  sales  Prob.  @ 

5,000 

Industry  R  &  1)  exp. --past  year  @ 

1,000 

Current  Factoring  Requirements 

%  of  Industry  sales---,  a, t,  year  & 

2,000 

Factoring 

Total  Consulting  Fees 

Cash 

i  90<f„  Block  2 

Expense 

Production 

Block  3 

8o£  B1  ock  4 

Units  Scheduled  f 

Block  5 

Market 

Factored  A/R 
Factor  Expense 


Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


Disbursements 

Fixed  Cost 

Variable  Cost  (V/IP)  2>Z.  OOP 
Sales  Salaries  •4.PQQ 

Construction  _ 

Salesman  Hire  ia,QQO 

R  ft  D  Expense  _ 

Advertising  Expense  _ 

Consulting  Foes  _ 

Total  Disburse 


f  0,400 


Starting  Cash  Less 

Total  Disbursements  ft ,  600 


| _ j  Total  Pages  of  Ads 


<5 —  Pages  of  Advertising — >• 

X  1 

y  2 

3 

7 

8 

9 

Urban 

ur^an 

Urban 

Rural 

Rvjijal 

Rural 

X  4 

y  5 

6 

10 

H  11 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

13 

l£ 

IF 

19 

20 

21 

Rural 

Rural 

Rural 

Rural 

R1W 

Rural 

IS 

Rural 

18 

Rural 

n 

.  Iv23 
Afr^? 

<Z —  Pages  of  Advertising  — >• 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

Unit;;  in  Inventory 

Total  Salesmen 

Units  in  V.7P 

Accumulated  Plant  and 
Construction 


100.QQ 0 


Accumulated  R  ft  D 

Product  Improvement 

Salesmen  Lost  in  the  Field 
in  training 
Block  2 
Block  3 
Block  4 


_Q 
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i.'HAWKHI.Y  IiKIXJIi-1* 


various 


Company 


Cuarler  //  {  8 


Starting  C  *"h 

Begl  nning  Cash  31M 2Q 

Matured  a/R  t  par  40QOQ 

From  Pant  Factoring  _ 

Total  Available  Cash  qt,6Qo 


Current  Factoring  Requirements 

Fan tori ng 
Cash  expense 

3  90^>  Block  2 _  _ 

Block  3 _  _ 

$  80$  Block  4 _ _ 

Block  5 _  _ 

Factored  A/R  _ 

Factor  Expense  _ 


Disbursements 


Fixed  Cost 
Variable  Coat  (WIP) 
Sales  Salaries 
Construction 
Salesman  Hire 
R  &  D  Expense 
Advertising  Expense 
Consulting  Foe 3 
Total  Disburse 


M.  loo 

<5. 400 

SLnoa 


15»poq 

49  9 00 


Starting  Cash  Less 
Total  Disbursements 


4  i  floo 


Conan  1 1  i  pg  Foes 

Total.  Market  Potential  <.•:  $  2,000 

Market  Repo,-,  rch — one;  region  C  30,000 
Operating  Cost — added  Capacity  (?  2,000 

R  Se  D  improved  sale:;  Prob.  5 > 000 

Industry  1*  &  D  oxp. — pant  year  0  1,000 

$  of  Industry  no  U\:- -pant  year  0  2,000 

Total  Consulting  Fee:; 


Production 
Units  Scheduled 


8. 


Market 

Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 


Total  Pages  of  Ads 


<? —  Pages  of  Advertising — 

1 

2 

3 

7 

8 

9 

Urban 

Urban 

Urban 

Rural 

RHijal 

Rural 

4 

1  5 

6 

10 

il  11 

12 

Urban 

Urban 

Urban 

Rural 

Rural 

Rural 

y13 

yp) 

19 

20 

21 

Rural 

Rural 

Rural 

RlV'VL- 

Rural 

IS 

% 

18 

22 

rVgf 

24 

Rural 

Riitur 

Rural 

Urban 

Urban 

Urban 

5 

< —  Pages  of  Advertising  — >• 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales  il 

’Units  in  Inventory  _ Lh. 

Total  Salesmen  ^ 

Units  in  V.’IP  Q_ 

Accumulated  Plant  and 
Construction  ifiO.QQQ 


Accumulated  R  &  D  Q 

Product  Improvement  Q 

Salesmen  Lost  in  the  Field  _  _ Cl 

in  training  __________ 

Block  2  _________ 

Block  3 

Block  h 
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1  UARTKkLY  HI-: I 'Plil1 

PfetfiQUS _ 0  •mpany  Ouarlor  //  JA 


Starting  C  ’ :  di  llx-mu 


Beginning  Cash 
Matured  A/R  <r  par 
From  Paat  Factoring 
Total  Avail  able  C..r- 


418,00. 


"i$l>.8QQ 


Current  Factoring  Requirements 

Factoring 
Cach  Expense 

2  90 Block  2 _ _ 

Block  3  _  _ 

.?  8o£  Block  4 _  _ 

Block  5  _  _ 

Factored  a/r  _ 

Factor  Expense  _ 


Disbursements 

Fixed  Cost  44, /iOO 

Variable  Coat  (UIP)  ^  7,  (nOO 
Sales  Salaries  OQn 

Construction  _ 

Salesman  Hire  _ 

R  &  D  Expense  _ 

Advertising  Expense  jULJDQO 

Consulting  Fees  _ 

Total  Disburse  4.-3-£>QQ 

Starting  Cash  Less 

Total  Disbursements  m  m a 


Consul  ting  Fees 

Total  Market  Potential  (u)  .'j;  2,000 

Market  R<':;eareh--one  region  S'  30,000 
Operating  Cost — tiddod  Capacity  6  2,000 

R  &  D  improved  sales  Prob.  @  5,000 

Industry  1!  &  11  c;:p.--past  year  £5  1,000 

'jo  of  Industry  nalcr.--p'i:.t  year  £1!  2,000 

Total  Consulting  Foes 


Production 


Units  Scheduled 


Market 


Indicate  desired  location  of  each  salesman 
with  an  X.  Enter  pages  of  advertising 
purchased  by  region  in  the  appropriate  box. 

Total  Pages  of  Ads 


< —  Pages  of  Advertising — ->• 

4 

1 

Urban 
.  4 

Urban 

2 

Urban 

1  5 

Urban 

3 

Urban 

6 

Urban 

7 

Rural 

X®8 

Riflal 

X  9 

Rural 

10 

Rural 

“Jill 

m 

v®12 

Rural 

1  13 

Rural 

- 1£. 

Ruv(a 

15 

Rurd 

19 

Rural 

20 

RlV'VL. 

21 

Rural 

"  “16' 

Ml  17 

18 

22 

rvir 

24 

Rural 

Rural 

Rural 

Urban 

Urbim 

Urban 

C —  Pages  of  Advertising  — >■ 

PLAYERS  DO  NOT  WRITE  BELOW  THIS  LINE 


Total  Sales 

_ a 

Accumulated  R  8s  D  _ 

_ O 

Units  in  Inventory 

_ ik 

Product  Improvement  _ 

_ Q 

Total  Salesmen 

Units  in  WIP 

Accumulated  Plant  and 
Construction 

_ z 

_ °L 

.180,000 

Salesmen  Lost  in  the  Field  __ 
in  training  _____ 

Block  2  ___ 

Block  3 

Block  4 

_ Q 

15  May  1963 
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QUARTERLY  REPORT 


PREVIOUS  Company 


Quarter  No. 


Market 

Indicate  the  calls  of  each  salesman  by  placing  an  "X"  in  the  appropriate 
customer's  box.  Indicate  the  pages  of  advertising  per  region  in  the 
appropriate  box.  _ 

^ - Pages  of  Advertising _ a 


Salesmen  Remalt 

Previous  Salesmen  _ 

Salesmen  Hired  _ 

Total  _ 

Salesmen  Lost 

Field  _ 

Block  2  _ 

Block  3  _ 

Block  4  _ 

Hiring  _ 

Total  -  _ 

Total  Remaining  _ 


Fora  Q-l 


15  May  1963 
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APPENDIX  III 
GAME  BOARD 


15  May  1963 
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APPENDIX  IV 


MARKET  FORM 


1)  May  1963 


5^ 


TO- 1088/001 / 00 


» 

4> 

i 

3 

& 


Total  Potential  _  Form  M-l 


IfuBber  Sole* 


15  May  1963 
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ON 

21 

a 

*  | 

CO 

H 

r-i 

CM 

> 

f- 

s 

I 

a 

Si 

♦ 

I 

1 

j 

cn 

VO 

' 

ir\ 

•H 

3  \ 

i 

1 

1 

CM 

l f\ 

H 

*  ! 

— ■— 

“  i 

■j 

* 

13 

_ 

16 

1 


Total  Potential _  Form  M-l 


I.>  May  1.96; 


VI 


APPENDIX  V 

CONSULTING  FORMS 


TM-1088/001/00 
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:,8 


TEAM  NUMBER 


THE  TOTAL  MARKET  POTENTIAL  IS 


UNITS 


Form  C-l 


15  May  1963 
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TEAM  NUMBER 


TiiE  BUYING  POTENTIAL  FOR  MARKET  REGION  _  IS  DISTRIBUTED 

AS  FOLLOWS: 


Form  C-2 


15  May  1963 
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TEAM  NUMBER 


YOUR  COMPANY  MADE _ $  OF  THE  TOTAL  SALES 

LAST  YEAR. 


Form  C-3 


15  May  1963 
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TEAM  NUMBER 


OPERATING  COST  FOR  AN  INITIAL  PLANT  PLUS 


PRODUCTION  LINE(S)  IS: 


FIXED  COST:  _ 

VARIABLE  COST:  PER  UNIT  IN  WIP 


Form  C-U 
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TEAM  NUMBER 


$ 


HAVE  BEEN  SPENT  ON  R  A  D  IN  THE  PAST  YEAR. 


Form  C-5 


15  May  1963 


63 

(Page  64  blank) 


TM-10Q8/001/00 


TEAM  NUMBER 


A  PRODUCT  IMPROVEMENT  INCREASES  THE  PROBABILITY  OF 
MAKING  A  SALE  BY  10  f,. 


Form  C-6 


15  May  1963 
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APPENDIX  VI 
TABLES 


15  May  1963 


66 


TM-IO88/OOI/OO 


TABLE  I 

RANDOM  NUMBERS 


15  May  1963 
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TABLE  I 

RANDOM  NUMBERS 


15  May  1963 


BLOCK 

UNITS 

factored 


10 
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TABLE  II 

FACTORING  -  CASH  &  EXPENSE 


iO% 

4  OR  5 

90* 

BLOCK  1  OR  2 

CASH 

EXPENSE 

CASH 

EXPENSE 

UNITS 

FACTORED 

8000 

2000 

9000 

1000 

1 

16000 

4000 

18000 

2000 

2 

24000 

6000 

27000 

3000 

3 

tm 

8000 

36000 

4000 

4 

40000 

10000 

45000 

5000 

5 

48000 

12000 

wm 

wm 

6 

56000 

14000 

_ 63000 _ 

7000 

7 

64000 

16000 

wm 

8000 

a  . 

10000 

81000 

0000 

0 

80000 

20000 

90000 

10000 

10 

FIXED  AND  VARIABLE  COSTS 
(in  hundreds  of  dollars) 


15  May  19$3 
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TABLE  IV 


TM- 1088/001/00 


PROBABILITY  OF  PRODUCT  IMPROVEMENT 


ACCUMULATED  R  &  D 

IMPROVEMENT  PROBABILITY 

5,000 

0 

10,000 

0 

15,000 

0 

20,000 

2 

25.000 

4 

30.000 

7 

35.000 

11 

40.000 

15 

45.000 

18 

50.000 

20 

over  50,000 

20 
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(Page  7^  'blank) 
TABLE  V 

INCREASE  IN  SALES  PROBABILITY 
DUE  TO  ADVERTISING 


PAGES  OF  ADS 

INCREASE  IN  SALES 

PROBABILITY 

0 

0 

1 

4 

2 

10 

_  ...  3 

17 

k 

23 

5 

27 

15  May  1963 
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APPENDIX  VII 
FINANCIAL  STATEMENTS 
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TO- 1088/001/00 


FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter 

Sales 

$ 

Cost  of  Goods  Sold 

Beginning  Inventory  $ 

Production  +  $ 

Total  Available 

♦ 

Ending  Inventory 

-  ♦ 

Total  Coat  of  Goods  Sold 

- ♦ 

Gross  Margin 

♦ 

Expenses 

Sales  Salaries 

♦ 

Salesmen  Hire 

* 

RID 

♦ 

Advertising 

» 

Consulting 

$ 

Factoring 

♦ 

Writeoff  of  Scrapped  Inventory  Lines 

♦ 

Total 

- » 

Net  Profit 

♦ 

Statement  of  Position  Beginning  Quarter 

L_ 

Aaseta 

Cash 

A/R 

♦ 

Inventory 

$ 

Plant 

♦ 

Total 

♦400,000 

Equity 

<4oaooc> 

Fora  F-i 


May  1963 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  1 

Sales 

♦ 

Cost  of  Goods  Sold 

Beginning  Inventory  $ 

Production  +  ♦ 

Total  Available 

♦ 

Ending  Inventory 

-  * 

Total  Cost  of  Goods  Sold 

-  ♦ 

Gross  Margin 

♦ 

Expenses 

Sales  Salaries 

♦ 

Salesmen  Hire 

♦  3Q,oqo 

RAD 

♦ 

Advertising 

♦ 

Consulting 

♦ 

Factoring 

♦ 

Writeoff  of  Scrapped  Inventory  Lines 

♦ 

Total 

Uoaa 

Net  SmtiA 

-♦feoag 
(t  3a  pod) 

Statement  of  Position  Beginning  Quarter 

-2 A_ 

Assets 

Cash 

A/R 

♦ 

Inventory 

♦ 

Plant 

tlSQ'COC 

Total 

*3Tofooo 

Equity 

%3'mse 

15  May  1963 
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Income  Statement  for  Quarter 


Cost  of  Goods  Sold 
Beginning  Inventory 


Production 


Total  Available 


Ending  Inventory 


Total  Coat  of  Goods  Sold 


Gross  Margin 


Expenses 


Sales  Salaries 


Salesmen  Hire 


►  Zqqq 


Advertising 

Consulting 

Factoring 

Writeoff  of  Scrapped  Inventory  Lines 


-♦ . I.QQQ 

(%  3fOO o') 


Statement  of  Position  Beginning  Quarter 


*217,000 


Inventory 


*{50,000 


Equity 


*3to7tQQo 

>36ZSQQ 


Form  F-l 


15  May  1963 
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FINANCIAL  STATIHENTS 


Income  Statement  for  Quarter 

Sale  a 

4 

Cost  of  Gooda  Sold 

Beginning  Inventory  $ 

Production  +  4 

Total  Available 

* 

Ending  Inventory 

-  * 

Total  Coat  of  Goods  Sold 

-  4 

Gross  Margin 

4 

Expenses 

Sales  Salaries 

»  *3,  <20° 

Salesmen  Hire 

4 

RtD 

4 

Advertising 

* 

Consulting 

4 

Factoring 

4 

Writeoff  of  Scrapped  Inventory  Lines 

4 

Total 

-*-QQflo 

IwCSt* 

Net  Ore  fie 

Statement  of  Position  Beginning  Quarter  _i 

Assets 

Cash 

$2*4,000 

A/R 

4 

Inventory 

4 

Plant 

*150300 

Total 

*364,000 

Equity 

*3k&, QQO 

Fora  F-l 


15  May  1963 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  4 

Sales 

$ 

Cost  of  Goods  Sold 

Beginning  Inventory  $ 

Production  +  $  13.000 

Total  Available 

1 18.000 

Ending  Inventory 

-  UfiaOSS 

Total  Cost  of  Goods  Sold 

- *  0 

Gross  Margin 

$  0 

Expenses 

Sales  Salaries 

t  3,000 

Salesmen  Hire 

% 

RAD 

% 

Advertising 

t 

Consulting 

* 

Factoring 

* 

Writeoff  of  Scrapped  Inventory  Lines 

t 

Total 

-  $  3,000 

Net  g— m 

(*  3,oo 6) 

Statement  of  Position  Beginning  Quarter  _j! 

L. 

Assets 

Cash 

*152j2QP 

a/h 

* 

Inventory 

♦  i&flgg 

Plant 

*15Q,  COP 

Total 

*l£i,000 

Equity 

♦^i.OPO 

Form  F-l 


15  May  1963 
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Incase  Statement  for  Quarter  S 

Sales 

*40J2QP 

Cost  of  Goods  Sold 

Beginning  Inventory  $  10,000 

Production  +  $ 

Total  Available 

13&SSP 

Ending  Inventory 

-UfijQoo 

Total  Cost  of  Goods  Sold 

■ »  10.000 

Gross  Margin 

♦  3^,000 

Expenses 

Sales  Salaries 

»  3.  qqp. 

Salesmen  Eire 

* 

RID 

* 

Advertising 

»  S.nnr? 

Consulting 

% 

factoring 

% 

Writeoff  of  Scrapped  Inventory  Lines 

% 

Total 

- ».  6,000 

Het  Profit 

♦  IGtQQQ 

Statement  of  Position  Beginning  Quarter _ i 

3 _ 

Assets 

Cash 

OftsQQP 

A/R 

♦  40,000 

Inventory 

♦  lfi-OOP 

Plant 

♦ISO, OOP 

Total 

♦377000 

Equity 

♦37Z0QD 

Pom  P-1 


15  May  1963 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  (o 

Sales 

*  dO.OQQ 

Cost  of  Goods  Sold 

Beginning  Inventory 

$  16r0oo 

Production 

+  4  2.1,  OOO 

Total  Available 

tjBjaesL 

Ending  Inventory 

-  iZfo.ooo 

Total  Cost  of  Goods 

Sold 

-  4  {3.000 

Gross  Margin 

4  17.0CP 

Expenses 

Sales  Salaries 

4  looo 

Salesmen  Hire 

RAD 

4 

Advertising 

tJjQQQ 

Consulting 

4 

Factoring 

4 

Writeoff  of  Scrapped  Inventory  Lines 

4 

Total 

-  4  26  000 

A-oaS 

Net  fvifU 

( 4 

Statement  of  Position  Beginning  Quarter  7 

Assets 

Cash 

tlZZoan 

A/R 

4  70,  Poo 

Inventory 

4  <26.000 

Plant 

%X5Qjaso 

Total 

>3h3,0QQ 

Equity 

*2&,qqq 

Form  F-l 


15  May  1963 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  7 

Sales 

*60,000 

Cost  of  Goods  Sold 

Beginning  Inventory  $  26.000 

Production  +  t  21.000 

Total  Available 

» 47.000 

Enllng  Inventory 

-  <- l£  7PQ 

Total  Cost  of  Goods  Sold 

-  *  11,300 

Gross  Margin 

tLQjOO_ 

Expenses 

Sales  Salaries 

»  Sooo 

Salesmen  Eire 

* 

SID 

* 

Advertising 

*_&JX2Q_ 

Consulting 

* 

Factoring 

i 

Writeoff  of  Scrapped  Inventory  lines 

i 

Total 

-  ♦JLU2QO. 

Net  Profit 

*17/00 

Statement  of  Position  Beginning  Quarter  _j£ 

' 

Assets 

Cash 

»  3Q&QD 

A/R 

♦  iOO.QQD 

Inventory 

»_jt£J22P 

Plant 

♦igQsQQQ 

Total 

<153,700 

Equity 

*355700 

Fora  F-l 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  ft 

Sales 

»4o,cpp 

Cost  of  Goods  Sold 

Beginning  Inventory  $  *700 

Production  +  $  JZ.1.  OOO 

Total  Available 

♦  3^700 

Ending  Inventory 

-  1 21.000 

Total  Cost  of  Goods  Sold 

- »147qp 

Gross  Margin 

*23.$Q£> 

Expenses 

Sales  Salaries 

*  5000 

Salesmen  Hire 

* 

KD 

♦ 

Advertising 

*  &.QQQ 

Consulting 

Factoring 

* 

Writeoff  of  Scrapped  Inventory  Lines 

* 

Total 

*  *1*1000 

Net  Profit 

*  k?<?0 

c 

Statement  of  Position  Beginning  Quarter _ 

L. 

Assets 

Cash 

♦  60.000 

A/R 

$  fO.000 

Inventory 

Plant 

*100.00 O 

Total 

*322  non 

Equity 

*3fr.C<>0 

Form  F-l 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  3 

Sales 

$40  non 

Cost  of  Goods  Sold 

Beginning  Inventory  $2.Z|C)00 

Production  +  4  J2.1 ,  OOP 

Total  Available 

♦  4-3.000 

Ending  Inventory 

-  $27,400 

Total  Cost  of  Goods  Sold 

-  $  4  4600 

Gross  Margin 

$24  400 

Expenses 

Sales  Salaries 

♦  SlQQQ 

Salesmen  Hire 

% 

RAD 

$ 

Advertising 

».  t.QQD 

Consulting 

$ 

Factoring 

* 

Writeoff  of  Scrapped  Inventory  Lines 

$ 

Total 

-  ♦il.QQO 

Net  Profit 

♦  12  Aon 

Statement  of  Position  Beginning  Quarter 

Assets 

Cash 

A/R 

$  6T.OOO 

Inventory 

♦  *7.400 

Plant 

Total 

Equity 

$  72.4  4od 

row  r-i 
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FINANCIAL  STATEMENTS 


Income  Statement  for 

Quarter  i  Q 

Sales 

$60.  POP 

Cost  of  Goods  Sold 

Beginning  Inventory 

*27.400 

Production 

+  $21.000 

Total  Available 

$48.4-00 

Ending  Inventory 

-  $24,  ZOO 

1 

Total  Cost  of  Goods  Sold 

-  $24 ,2oo 

Gross  Margin 

$3.5  Bop 

Expense a 

Sales  Salaries 

$  5.000 

Salesmen  Hire 

$ 

RAD 

$ 

Advertising 

$LL.QQO 

Consulting 

$ 

Factoring 

$ 

Writeoff  of  Scrapped  Inventory  Lines 

$ 

Total 

-  $17.000 

Net  Profit 

$J0,flX> 

Statement  of  Position  Beginning  Quarter  il 

Assets 

Cash 

$  Gc.Ooc 

A/R 

♦  °IQ,  OOP 

Inventory 

$-£5.£PP 

Plant 

*160,000 

Total 

$354,200 

Equity 

$154-200 

15  May  1963 
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FINANCIAL  STATEMENTS 

Income  Statement  for  Quarter  li 

Sales 

*  60,000 

Cost  of  Goods  Sold 

Beginning  Inventory  $  -2/4  2jDO 

Production  +  t  f!b  AjQO 

Total  Available 

♦  fyQ  8QO 

Ending  Inventory 

- ♦ 3Z3QQ 

Total  Coat  of  Goods  Sold 

- 

♦  £*.7P0 

Gross  Margin 

♦  37.3QP 

Expenses 

Sales  Salaries 

♦  4.0QP 

Salesmen  Hire 

♦ 

BID 

* 

Advertising 

♦  9. OOP 

Consulting 

* 

Factoring 

♦  /Q.QgP 

Writeoff  of  Scrapped  Inventory  Lines 

i 

Total 

- 

♦  Z3.QOO 

Net  Profit 

♦14.200 

Statement  of  Position  Beginning  Quarter  1 

Assets 

Cash 

♦  .70,000 

A/R 

♦  flQ.OOO 

Inventory 

♦  379oo 

Plant 

♦  ZfiQ.cno 

Total 

♦267^00 

Equity 

♦267900 

Formp-1 


15  May  1963 
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FINANCIAL  STATEMENTS 


Tneome  Statement  for  Ouarter  1 

Sales 

*  /QQ.QCO 

Cost  of  Goods  Sold 

Beginning  Inventory  $  37  O 

Production  +  $  Piln .  ACO 

Total  Available 

*-74.300 

Ending  Inventory 

-t.2Zl.QQ 

Total  Cost  of  Goods  Sold 

-  ♦  2ZZQQ 

Gross  Margin 

*  <oZ.80Q 

Expenses 

Sales  Salaries 

*  A  non 

Salesmen  Hire 

t 

RID 

t 

Advertising 

*.  5JDQQ 

Consulting 

$ 

Factoring 

* 

Writeoff  of  Scrapped  Inventory  lines 

i 

Total 

-  *  /3.0er> 

Net  Profit 

*45.800 

Statement  of  Position  Beginning  Quarter  1  3 

Assets 

Cash 

*  frO.faOQ 

A/R 

♦  14Q.QQ0 

Inventory 

*  37,  ico 

Plant 

*(8Q.Qcc, 

Total 

*AiZloo 

Equity 

*417.  yen 

Form  F-l 


15  May  1963 


89 


TM-1088/001/00 


FINANCIAL  STATEMENTS 

Income  Statement  for  Quarter  1 3 

Sales 

Cost  of  Goods  Sold 

Beginning  Inventory  $  37,100 

Production  +  $  400 

*30.000 

Total  Available 

»  73.500 

Ending  Inventory 

-  »  40,400 

Total  Coat  of  Goods  Sold 

- » 33.100 

Gross  Margin 

*  56.300 

Expenses 

Sales  Sslarles 

t  4-.000 

Salesmen  Hire 

♦ 

RID 

* 

Advertising 

»  \2J2QQ. 

Consulting 

$ 

Factoring 

»  3x<?oo 

Writeoff  of  Scrapped  Inventory  Lines 

$ 

Total 

-  $  |3.ooo 

Net  Profit 

♦ 

Statement  of  Position  Beginning  Quarter  14- 

Assets 

Cash 

A/R 

♦  JjglQQP 

Inventory 

»  40.400 

Plant 

»lgg,CQC> 

Total 

Equity 

Form  F-l 
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FINANCIAL  STATEMENTS 


Incase  Statement  for  Quarter  . 


14 


Sales 

Cost  of  Goods  Sold 
Beginning  Inventory 
Production 

Total  Available 
Ealing  Inventory 

Total  Cost  of  Goods  Sold 
Gross  Margin 


mo. 000 


*  40.400 
+  t  -4  on 


»_ZfcjSSD 
- *  gfc.fcoo 


-  Ho/oo 
*J^£qo 


Expenses 

Sales  Salaries 
Salesmen  Hire 
BID 

Advertising 

Consulting 

Factoring 

Writeoff  of  Scrapped  Inventory  Lines 
Total 
Net  Profit 


Statement  of  Position  Beginning  Quarter 

_L£L 

Assets 

Cash 

♦  54.AQP 

A/R 

tZZO.Ooo 

Inventory 

O 

Plant 

*1QQ>QQ Q 

Total 

*49/400 

Equity 

*431.400 

ULQQO. 


y 24.000 

*45  ,Qqo 


Fora  F-l 
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FINANCIAL  STATEMENTS 

Tncnrae  Statement  for  Quarter  ( 5 

Sales 

Cost  of  Goods  Sold 

Beainnlna  Inventory  $  .-?£>  fiCO 

Production  +  $  3fe.  -400 

♦  60.000 

Total  Available 

♦  73-QOO 

Ealing  Inventory 

-  ♦  43.800 

Total  Cost  of  Goods  Sold 

-  ♦  3,°)  *OQ 

Gross  Margin 

♦  £o,6pp 

Expenses 

Sales  Salaries 

»  .4.000 

Salesmen  Hire 

* 

RID 

♦ 

Advertising 

♦  11.000 

Consulting 

* 

Factoring 

Writeoff  of  Scrapped  Inventory  Lines 

♦ 

Total 

-  ufcjaoo 

Net  Profit 

U4,,a» 

Statement  of  Position  Beginning  Quarter  1  (o 

Assets 

Cash 

♦  52.400 

A/R 

♦25QQ QQ 

Inventory 

♦  43-flCP 

Plant 

USQ.gQO 

Total 

Equity 

For*  F-l 
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FINANCIAL  STATEMENTS 


Income  Statement  for  Quarter  1  fa 

Sales 

t  30.000 

Cost  of  Goods  Sold 

Beainnlna  Inventory  t  <^S.POQ 

Production  +  $  3fc.40Q 

Total  Available 

*3Q  ?rQO 

Ending  Inventory 

■  t  3oo 

Total  Cost  of  Goods  Sold 

- ♦ / OpOO 

Gross  Margin 

♦  /  9, /on 

Expanses 

Sales  Salaries 

»  4.QQQ 

Salesmen  Hire 

♦ 

RID 

♦ 

Advertising 

♦ 

Consulting 

* 

Factoring 

♦ 

Writeoff  of  Scrapped  Inventory  Lines 

* 

Total 

-  » 

Net  Profit 

UfjOQ. 

Statement  of  Position  Beginning  Quarter  1  7 

Assets 

Cash 

*  IQIQQO 

A/R 

*  t  <10.000 

Inventory 

*  69.200 

Plant 

%jmooD 

Total 

*f4l  poo 

Equity 

*  54-1.200 

Fora  F-l 
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FINANCIAL  STATEMENTS 

Income  Statement  for  Quarter  -TZ_ 

Sales 

Cost  of  Goods  Sold 

Beginning  Inventory  $  (rfi  TOO 

Production  ♦  $  %Cn/^iyTi 

Total  Available 
Ending  Inventory 

Total  Cost  of  Goods  Sold 
Gross  Margin 

Expenses 

Sales  Salaries 
Salesmen  Hire 

HAD 

Advertising 
Consulting 
Factoring 

Writeoff  of  Scrapped  Inventory  Lines 
Total 
Net  Profit 


Statement  of 

Position  Beginning  Quarter  18 

Assets 

Cash 

♦  q/.fcoo 

A/R 

♦azo.Qpp 

Inventory 

♦  flQ40D 

Plant 

♦  180.000 

Total 

%  Six.  poo 

Equity 

♦  57Z.OOO 

♦  70.000 


♦ IQS. ,700 
- 1. no  4oo 

-♦25300 

♦44,700 

♦  4,000 

♦  10.000 


-  ♦  1  A.  coo 
♦  30  700 


For*  F-l 
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Income  Statement  for  Quarter  1  9 

Sales 

1 80.000 

Cost  of  Goods  Sold 

Beginning  Inventory  ♦  (oO.QOO 

Production  +  $  3<2..  OOP 

Total  Available 

*  92.000 

Ending  Inventory 

-  $  <bl.  ^OO 

Total  Cost  of  Goods  Sold 

-  ♦■3g,c?oc> 

Gross  Margin 

♦  49  100 

Expenses 

Sales  Salaries 

t  5000 

Salesmen  Hire 

1 

RID 

1 

Advertising 

>.  ta-.ooo 

Consulting 

♦ 

Factoring 

* 

Writeoff  of  Scrapped  Inventory  Lines 

» 

Total 

*  ♦  flQPQ 

Hat  Profit 

Statement  of  Position  Beginning  Quarter  20 

Assets 

Cash 

♦  1 61.600 

A/R 

%24Q.Qco 

Inventory 

* _ 6  >^QO 

Plant 

♦  180.000 

Total 

%C.(A  Ton 

Equity 

♦  664 

Fora  F-l 
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DESCRIPTORS:  Management  Engineering. 


Deacribes  the  operations  to  be 
performed  by  the  umpires  in  the 
management  game  described  in  TM- 

1  aOQ  7aa  /aa 
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